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Address Box 54, THE SPECTATOR, 
135 William Street, New York. 








“OUT OF THE ORDINARY” 
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SUPREME 
‘Underwritin ge Achievement 


of. the decade 


PERFECT PROTECTION —THE MODERN 
ADEQUATE INSURANCE SERVICE 


50.00 weekly, for an unlimited period during disability 
by accident. 
50.00 weekly, for 52 weeks during sickness. 

3,200.00 every year for life, payable monthly if totally 
and permanently disabled by accident. No fur- 
ther premiums to pay and no deductions from 
the face of the life policy as the result of pay- 
ments so received. 

3,200.00 for one year, if totally and permanently disabled 
by disease and $600.00 each year in monthly 
payments, thereafter for life. No further pre- 
miums to pay and no deductions from the face 
of the life policy as the result of payments so 
received. 

5,000.00 payable upon natural death. 

15,000.00 payable upon death by accident. 
































O other factor in its merchandising program has 
contributed so largely to the unparalleled growth of 
Reliance Life than has Perfect Protection. In 1912 this 
unique plan was originated by Reliance research experts 
and immediately its saleability was reflected in the en- 
thusiastic acceptance of underwriter and public alike. 


The chart showing the Company’s development in life 
insurance in force indicates the normal trend of the 
average insurance company’s growth from 1903 to 1912. 


The marked influence of Perfect Protection on Reliance 
life insurance sales is indicated by the trend from 1912 


to the close of last year. 


Perfect Protection in its effect on the production of 
Reliance underwriters enables them to write fully 25% 
more business than were they equipped with life in- 
surance alone, for Perfect Protection appeals to their 
prospect’s self-interest, one of the greatest barriers to 
the sale of life insurance today. 


Fortunate is the Perfect Protection Man. Success and 
prosperity are his by virtue of the service he can provide. 
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The 
PERFECT PROTECTION 
MAN 


Forging ahead day 
by day to greater 
prosperity. 


In 1925 


One Perfect Protection Man paid for $2,821,562. 
Another paid for $1,113,675. Four others paid for 
over $600,000. 27 others paid for over $300,000. 
52 others paid for over $200,000, and in the en- 
tire organization of over 650 underwriters one 
in three paid for over $100,000. 


If you are further interested in the unique plan of Reliance Life operation, a letter to the Home Office will secure immediate information 


IXELIANCE LIFE 


RELIANCE LIFE INSURANCE CO. of PITTSBURGH - FARMERS BANK BLDG., PITTSBURGH, PA. 
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OPPORTUNITIES IN 


SPECIAL LINES 


Clarence T. Hubbard Urges Development of Such Covers 
New England 


HUBBARD, of the Automobile Insurance 

Company, Hartford, was one of the speakers 

at the get-together dinner of the New Eng- 

land State Associations of Insurance Agents, 

held in the Hotel Griswold, New London, 

Conn., on Monday of this week. He chose 
“Selling Ourselves” as his topic and divided his talk into three 
main parts as follows: 1. How to learn more about mer- 
chandising; 2. How to become more familiar with the vari- 
ous side-line covers; and 3. Take a greater interest in 
forwarding New England’s prosperity, Referring to the appli- 
cation of merchandising to insurance development, Mr. Hub- 
bard said: 

If you have ever observed the game of quoits you will have noticed 
the stake is always slightly slanted towards the player so that he can 
have a better opportunity of making a ringer. This is just what mer- 
chandising accomplishes for the insurance man—it causes insurance 
Prospects to slant or incline towards the insurance offered. * * * 

We can learn a great deal from the business outside of insurance— 
though I believe insurance has now been classified as a profession 
rather than a business—and study the successful merchandising of 
others. The biggest and best examples are to be found in some of our 
national advertisers who do not stop with their advertising but apply 
merchandising methods through their entire industries. They advertise 
in the most scientific way to attract attention, then they sell with the 
Proper knowledge and attitude and then serve in the complete under- 
Standing and in harmony with their advertising selling. They even sell 
their credit demands, their deliveries, and their complaints. In short, 
they sell themselves, and that is merchandizing. 


Mr. Hubbard, in pointing out the opportunities that lie in 
the development of special lines of insurance throughout 
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New England, cited the conditions now existing and said: 


While I do not believe in urging agents to take advantage of the 
public in thrusting upon policyholders additional covers of a surplus 
nature, I do believe that many under-developed opportunities exist in 
the greatest pushing of these lines. For instance, through the West I 
observe so many agents taking advantage of the Tornado rider for 
automobiles, which also covers against Explosion, Earthquake, and 
Water Damage, all for 10c. a hundred, and not over 15c. at the most, 
though in the East this is seldom done. It only means $1.50 additional 
premium for the average car owner, yet these agents who carry out 
the plan report this supplemental coverage is accepted generally without 
any protest whatever, and the cumulative commission in the course of 
a year will go a long ways towards reducing office expense. 

Likewise in New England very little advantage is taken in attaching 
the Rents rider to dwelling house policies and selling Rents insurance 
on mercantile buildings. Very few agents are selling Expulsion poli- 
cies on dwellings in the New England section, and yet the instaJlation 
of oil burning equipment makes this possible in thousands of cases 
with but little salesmanship. Windstorm insurance is almost a neg- 
lected factor in New England and yet those who have sold and studied 
the sales of this cover can easily prove that it is a salable contract. 

Some agents think that Windstorm losses never occur in New Eng- 
land—last year the loss ratio in Connecticut on an incurred basis was 
26 per cent on a premium volume of $27,500. In Massachusetts $79,000 
in Windstorm premiums were written with a 27 per cent loss ratio. 
in Vermont only $2,500 in Windstorm premiums were written in 1925 
with a 9 per cent loss ratio, and New Hampshire contributed $3,200 in 
premiums with a 1 per cent loss ratio. In Maine $4,400 in premiums 
were written with a 24 per cent loss ratio, and Rhode Island produced 
$14,600 with a 39 per cent ratio. The premium volume is very small 
indeed. 

Just as nearby comparison, the state of New York wrote $265,000 
last year in Windstrom premiums, and New Jersey $178,000 in premi- 
ums, and Pennsylvania $230,000. I have made no comparison to the 

(Continued on page 25) 
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Some Medical and Other Aspects of Taxi-Liability 


Insurance 


: By Jutius MartTINson, M. D. 


victims of taxi accidents, I have come to the conclusion 

that there is something very radically rotten in the 
State of Denmark. Conditions are sufficiently serious to war- 
rant the immediate attention of the State, insurance companies, 
bar associations and medical societies. 

About 25 per cent of the accidents were outright frauds, 
having no basis in fact whatsoever. Of the rest, all but four 
or five were minor injuries, magnified by imaginative attorneys 
to often ridiculous proportions. These ‘included especially 
abrasions, superficial lacerations and contusions. 

There has been a steadily increasing number of claims in 
which the plaintiffs were taxi-drivers. The injuries in these 
cases are conspicuous by their absence. The frequency of 
such claims points to a widespread collusion between taxi- 
drivers to earn money at the expense of insurance companies. 
All that remains for them to do is to find an obliging attorney 
to prepare papers, and to wait for a settlement out of court 
at the so-called “nuisance value” of the case. The companies 
obviously cannot go to court in every petty case. They cannot 
afford to have their files clogged, and on the necessity of im- 
mediate settlement the new species of accident-lawyer, the taxi- 
cab attorney, thrives. 

I have met attorneys who seem to do no other work than 
settle taxi claims. A very flourishing business has grown up, 
in the true spirit of co-operation and mutual good-feeling. 

The motivation of the taxi lawyer-specialist presents an in- 
teresting problem to the trained psychologist. Most of them 
insist upon being present at the examination. They do not 
allow their clients to answer, independently, questions per- 
taining to the accident or to the treatment given by their own 
physicians. Very many refuse to give the name of the attend- 
ing physician and the address of the client (this last refusal 
being motivated by the fear that the case may be taken away 
from them). I do not see why an honest attorney should 
object to a physical examination being made without his pres- 
ence. It is probably a caution against contradictory state- 
ments which may be made by the clients who forget what they 
have been told to say. 

At the same time, it is only fair, and perhaps helpful, to 
praise those lawyers who are always willing to submit doctors’ 
certificates, do not care about the place of examination or their 
presence at it, and refrain from exaggeration. Though un- 
fortunately few, the proportion of such attorneys may be in- 
creased by making the obstructionist tactics of their rivals 
futile. 

Doctors’ certificates play no small role in the fraudulent 
conditions which now prevail. In cases where taxi-drivers 
are the plaintiffs, these certificates are often not even submitted. 

In those which are advanced, the period of disability and 
number of visits are very frequently doubled and tripled. 
This practice is to be ascribed to the lawyers rather than the 
doctors, since it is they who usually fix the number of visits 


. FTER having examined about a thousand self-styled 
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and period of disability. The doctor's certificate generally 
merely states the name of the patient and the ailment. 

A more important criticism of medical certificates, and one 
for which the doctors are themselves responsible, is the undye 
exaggeration of the complaints. Concussion of brain, for jp. 
stance, is regarded by all medical authorities as a serious con. 
dition. Yet how often have I found concussion of brain 
claimed where only ordinary contusions and abrasions existed! 
A certain doctor, who seems to make a specialty of issuing 
accident certificates, and who works with two or three attor. 
neys, gives concussion of brain as a symptom in every one of 
his certificates. When only an injured toe was to be found 
on examination, his certificate stated “concussion of brain” as 
one of the symptoms! 

Very striking, also, is the frequency of miscarriages com- 
plained by female taxi-victims. The complaints are often 
wives of young, recently-established physicians. I have prac- 
ticed twenty-eight years in a densely populated district and 
have very seldom encountered a case of miscarriage due to an 
accident, Most of them result from underlying pathological 
causes. Since I have been examining for insurance companies, 
I have found that 40 per cent of the females between 18 and 
45 in automobile accidents have suffered miscarriages caused 
by “nervous shock, frieght,” etc. 

It is impossible to prove a miscarriage after a certain period 
of time has elapsed, and it is also impossible to state with cer- 
tainty that the accident was the sole predisposing cause. There- 
fore, miscarriages should be entirely disregarded in cases 
settled out of court. (In court, the judges will probably throw 
them out.) Nervousness, traumatic neurosis, neurasthenia, etc, 
are often complained of, but these symptoms usually disappear 
as soon as the case has been disposed of. 

The attorney, armed with a new medical vocabulary and re- 
gardless of its appropriateness, tries to impress upon the ex- 
amining physician his remarkable knowledge of medicine. He 
paints a somewhat humorous picture of the sad plight of the 
accident victim, and explains laboriously the exaggerated symp- 
toms set forth in the doctor’s certificate. These symptoms are, 
indeed, often in need of explanation, even to a trained phy- 
sician. 

In consequence, medical certificates should be quite unt 
formly disregarded, unless issued by a reputable hospital and 
corroborated by x-ray findings. I do not believe that the doc- 
tors would have the moral courage to uphold their findings 
under oath. But, like the attorneys, they realize the incon- 
venience suffered by the companies in bringing minor cases 
into court. 

But the dangers of the present system of handling taxi 
claims is more deeply rooted than an investigation of cab 
drivers’ conspiracies, ambulance chasers’ practices, and medi- 
cal certificates would indicate. The possibilities of making 


easy money are no longer the sole property of dishonest 
(Continued on page 11) 
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THE GOVERNING BODIES 

HE results of the rate increase re- 

cently ordered in the territory of the 
South-Eastern Underwriters Association 
must have been a great surprise to many 
fire insurance executives, who have been 
accustomed to turn pale at the mere men- 
tion of an insurance commissioner and 
who would never dream of direct opposi- 
tion to the slightest wish of a super- 
official. The recent rate in- 
creases were sprung upon the completely 


vising 


surprised officials of the States in which 
the Association operates in a fashion al- 
most offensive. It was done in the man- 
ner of a small boy who, in sudden brav- 
ado, kisses his small sweetheart and then 
runs for home, fearful of her wrath. 
Nevertheless the raise was justified and 
as such, was received by the commission- 
ers quite calmly, after the first shock. 
Three of them talked the matter over in 
Chattanooga last week and subsequently 
issued a statement in which they deli- 
cately pointed out that they would have 
liked to have had advance notification of 
This was a mild 
and probably warranted rebuke. The 
whole situation, however, gives an ex- 
cellent example of the possibilities of con- 
certed action along bold but justifiable 
lines, 


the impending action. 


The South-Eastern Underwriters 
Association has succeeded in reconciling 
the many conflicting interests in its ter- 
itory, in practically solving commission 
difficulties there and finally in promulgat- 
Ing a rate raise which will allow the-com- 
panies a possiblity of showing an under- 





writing profit, In all these respects the 
underwriters in that territory have an 
enormous advantage over their brothers 
in what is known as the Eastern Union 
territory, although in a large measure 
practically the same companies are rep- 
resented. No wonder many of the execu- 
tives of the companies operating in the 
Union territory are disturbed 
over the long drawn out 
which still mark the efforts to form the 


astern 
negotiations 
stronger Eastern Underwriters Associa- 
tion. In it they see possibilities of a 
long drawn out commission war which 
might eventually become deteriorated into 
an even more serious rate war. They 
see no reason for such an eventuality 
when conditions elsewhere indicate that 
concerted action would solve present dif- 
ficulties in a most desirable manner. 
Everything goes to show that if the com- 
panies can only all face in one direction 
the Eastern Union 
territory would quickly become past his- 
tory and an opportunity to earn a reason- 
able underwriting profit would be vouch- 


safed them. 


disturbances in the 





HE suggestion of Dr. S. S. Huebner, 

of the Wharton School of Finance 
at the University of Pennsylvania, that 
the life insurance companies devise a plan 
whereby funds could be accumulated to 
endow a chair in life insurance at each 
of the leading state universities is a good 
It is in fact the only practical 
method of ever gaining recognition for life 


one, 


insurance as a proper subject for study 
in the educational centers of the country. 
That such recognition is desirable will be 
denied by no one. Furthermore it has 
become quite plain that most universities 
are without funds to maintain a depart- 
ment or even a single teacher in the sub- 
ject. In many institutions some instructor 
in economics has temporarily interested 
himself in life insurance, only to find the 
opportunities too limited to make it pos- 
sible to continue his Sud- 
denly he turns his attention elsewhere. 
The result is that Dr. 
very nearly alone as a competent edu- 


researches. 


Huebner stands 
cator interesting himself in insurance. 
There are a few others, such as S. B. 
Ackerman, of New York University, who 
are beginning to be known. But the pos- 
sibilities still rather enormous and 
the need is admittedly great. Once life 


are 


insurance becomes a recognized university 
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course, much of the present day effort 
to educate the public as to its value will 
become unnecessary. The influence of 
such work will undoubtedly be wide- 
spread and of great advantage to com- 
panies and agents alike. It is a matter 
that should receive serious consideration 


in home offices and in the field. 





Hampton Roads Not to Establish Rich- 
mond General Agency 


Tue Spectator of June 10 carried a story 
to the effect that James A. Blainey, vice-presi- 
dent of the Hampton Roads Fire and Marine 
Insurance Company, Norfolk, Va., expected to 
establish a general agency in Richmond for 
that company, and for the Allemannia and the 
New York Fire Insurance Company, of New 
York. The article stated further that Mr. 
Blainey spent several days in Richmond week 
before last. 

On all these statements THE SPECTATOR was 
misinformed and wishes to state that Mr. 
Blainey, who is president of the Hampton Roads 
Insurance Agency, Inc., general agents in Vir- 
ginia and North Carolina for the Allemania 
and the New York Fire, and general agent in 
Virginia, North Carolina and West Virginia 
for the General Insurance Company of Amer- 
ica, has no intention of opening a general agency 
in Richmond and that his visit of a day in 
Richmond was for the purpose of calling on 
a large agency with which the Hampton Roads 
Insurance Agency hopes to place one or more 
of its companies. 


Hawaii Claims Allowed by Congress 


Wasuincton, D. C., June 14.—The approval 
of President Coolidge now only is necessary 
to assure the reimbursement of a number of 
insurance companies for losses sustained by 
them in Hawaii in 1899 and 1900, when the 
Government destroved a number of buildings 
by ‘fire in an effort to suppress the bubonic 
plague, the House of Representatives on June 
11 having passed the bill previously adopted by 
the Senate for that purpose. The measure was 
introduced by Senator Harreld of Oklahoma, 
who for several years has endeavored to put 
these claims through Congress. 

A total of $85,075 will be required to meet 
the claims, the bill providing for the payment 
of $25,100 to the Royal Insurance Company, 
$10,450 to the Hamburg-Bremen Fire Insurance 
Company, $09,250 to the Fireman’s Fund In- 
surance Company, $8,000 to the North German 
Fire Insurance Company, $6,900 to the Liver- 
pool & London & Globe Insurance Company, 
$6,025 to the New Zealand Insurance Company, 
$4,150 to the National Fire Insurance Company 
of Hartford, $3,000 to the North British Mer- 
cantile Insurance Company, $2,850 to the Prus- 
sian National Fire Insurance Company, $9,500 
to the Trans-Atlantic Fire Insurance Company, 
and $750 to the Caledonian Insurance Com- 
pany of Edinburgh. 
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JOINS MISSOURI STATE LIFE 
Frank N. Everett, Manager of Under- 
writing and Policy Issue 
Departments 

Str. Louts, Mo., June 14.—Frank N. Everett, 
formerly in charge of the underwriting division 
of the Prudential Insurance Company of Amer- 
ica, Newrk, N. J., has been appointed man- 
ager of the life underwriting and policy issue 
departments of the Missouri State Life Insur- 
ance Company of St. Louis, Mo. M. E. Single- 
ton, president of the company, has announced. 

This appointment is another important step 
in the upbuilding of the company’s organization 
to better serve its policyholders and represen- 
tatives in the field. Mr. Everett, who has made 
a very thorough study of life underwriting, 
comes to the Missouri State Life with his 
accumulated experience from one of the largest 
companies in the world. As an authority in his 
field he recently addressed the Medical Direc- 
tors Association on “Lay Underwriting” at 
their annual meeting in Newark. 

Mr. Everett is one man who entered the life 
insurance business by definite choice and with 
special preparation for his work. In college 
he gave particular attention to the study of 
life insurance as a vocation. He gained his 
first practical experience as assistant to the 
secretary of the Old Provident Savings Life 
of New York, in which position his varied 
duties included the handling of new business, 
policy loans, surrenders, advertising and editing 
of the company’s agency paper. 

He joined the Prudential in 1908 at its home 
office and was later assigned as assistant man- 
ager of the Canadian division when the com- 
pany entered Canada. In that position for 
about eighteen months, with headquarters at 
Toronto, he gave special attention to establish- 
ing agencies in new territory. Next he served 
as assistant manager, policy department, and 
later was transferred to the issue department. 


Conference on Insurance Trusts 

Methods for developing the simplification 
and standardization of forms and practices in 
relation to life insurance trusts were recently 
considered at a meeting of representatives of 
life underwriters and trust companies held in 
New York. It was brought out that in per- 
fecting the protection afforded by life insur- 
ance, the underwriters and corporate fiduciaries 
have a common interest and purpose which are 
best achieved through conserving the proceeds 
of policies. 

It was decided to prepare a memorandum 
covering forms which may be standardized 
for use by both corporate fiduciaries and insur- 
ance companies, and also a plan of procedure 
which may be of mutual benefit with a view to 
working out a clarification of the subject of 
life insurance trusts. 


George S. Smith Dead 
George Sumner Smith, director and chair- 
man of the committee of finance of the John 
Hancock Mutual Life Insurance 
Boston, died on Tuesday, June 8. 


Company, 


American Farm Mutual Life to Be 
Organized 

Des Mores, Ia., June 11.—Taking note of 
the success that has followed the Farmers 
Union Life Insurance Company, organized 
some four years ago, a group of farmers af- 
filiated with the Farm Bureau Federation, but 
separate and apart from that organization, are 
taking steps looking forward to the organization 
of what will be known as the American Farm 
Mutual Life Insurance Company, headquarters 
to be in Des Moines. It is to be an assessment 
society, but founded upon a similar basis as 
the old line companies. The temporary presi- 
dent of the new organization is Adam Middle- 
ton, prominent farmer of Wright County, 
whose post office address is Eagle Grove. 


Solicitors are now at work to secure 250 Policy. 
holders in order to meet the requirements of 
the law. As soon as this is accomplished ar. 
ticles of incorporation will be filed and per. 
mission sought from the State Insurance De. 
partment to proceed with the organizatiom 


Million Dollar Policyholders in Iowa 

Des Mornes, Iowa, June 12.—Carl Weeks, 
president of the Armand Company, has jus, 
taken out additional life insurance, which brings 
his total protection up to $1,064,000. So far as 
is known, he is the most heavily insured citizen 
of Iowa. 

Two other Iowans carry $1,000,000 of in. 
surance. They are J. W. Bettendorf and ¥, 
C. Kahl, both of Davenport. 








insurance adviser. 


mutually cooperate. 


the policy. 


best advertisement. 








CULTIVATION 


An insurance man must more and more 
come to regard his policyholder as a 
permanent customer and himself as an 


The relationship established in the sale of 
a policy, and this practically means the 
purchase of an estate, should imply 
confidence and bring a willingness to 


The best “‘pluggers” for some agents are 
their policyholders, and the policyholder 
should feel that he is privileged to call 
on the insurance man, in whom he has 
confidence, for advice and that he can 
depend on him to give every assistance 
to his beneficiaries in the settlement of 


It is a good thing to remember always 
that a pleased policyholder is a company’s 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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COMMISSIONERS CLOSE 
SESSIONS 





Decide Against Concerted Action on 
Chrysler Plan 





SURETY ACQUISITION DISCUSSED 





New York Superintendent Desires Action 
Against Recalcitrant Companies 

CuaTTANoocA, TENN., June 10.—The Na- 
tional Convention of Insurance Commissioners 
in mid-year session in Chattanooga, Wednesday 
morning, passed a motion not to take any of- 
ficial action about the Palmetto-Chrysler Motor 
Sales Corporation contract relating to fire and 
theft insurance coverage until after a decision 
has been handed down on this case now pend- 
ing in several of the supreme courts. 

Another matter that was discussed at length 
at the closing session Wednesday morning was 
a plan that has been adopted by James A Beha, 
Superintendent of Insurance for the State of 
New York, with reference to proposing a rule 
of maximum acquisition costs in fidelity insur- 
ance business. Mr. Beha explained that he 
has been successful in securing pledges from 
forty-five companies dealing in this line of 
business to observe a maximum of 30 per cent 
commission to agents, and that only three com- 
panies doing business in this State have failed 
to observe this rule. These companies are: 
Federal Casualty Company of Detroit; the 
Southern Surety Company of Des Moines, and 
the Georgia Casualty Company of Georgia. 

Mr. Beha argued that something should be 
done by the other States to make these com- 
panies fall in line and stop them from enjoy- 
ing this unfair advantage over other companies. 
A motion was therefore introduced and passed 
calling on the association’s secretary to notify 
all companies doing this class of business that 
this subject will be dicussed at the annual meet- 
ing to be held in Los Angeles in November and 
give them an opportunity to express their views 
on the question. This motion was introduced 
by Frank N. Julian, Superintendent of Insur- 
ance for Alabama. 

At the conclusion of the session Wednesday 
morning Secretary Button called a meeting of 
the committee on examinations. After this the 
members went to the golf and country club 
for luncheon and following that were enter- 
tained with an automobile ride to Signal Moun- 
tain and a reception at the home of Albert S. 
Caldwell, Insurance Commissioner of Tennes- 
see. The motion dealing with the Palmetto- 


Chrysler case as adopted by the convention is 
as follows: 


Bis a session of the convention, held at Chi- 
ago on December 8, 1925, inclusive, it was 
pa ba the president appoint a committee of 
bec imissioners, to consider and study the 

em of “wholesale insurance” so-called, 


arising from the Palmetto-Chrysler Motor Sales 
a contract relating to fire and theft 
ieee ily to confer with those inter- 
tg le matter, and report at an early date 
ge President and executive committee of 
pad hvention for action with reference to 

Ing a session of the convention to consider 


LIFE INSURANCE SALES INCREASE 
Life Presidents’ Report Better May Than 
in 1925 
The writings of new life insurance were 5.5 
per cent greater in May of this year than dur- 
ing May of 1925, and 10.7 per cent greater dur- 
ing the first five months of the year than during 
the same period of 1925. These facts are 
shown by a report forwarded by the Associa- 
tion of Life Insurance Presidents, late this 
afternoon, to the United States Department of 
Commerce for official use. The compilation is 
an aggregate of the new business—exclusive of 
revivals, increases and dividend additions—of 
forty-five members having 81 per cent of the 
total life insurance in all United States legal 

reserve companies. 

For the month of May, ordinary insurance 
amounted to $702,309,000, as against $6098,706,- 
ooo in 1925—a gain of one-half of one per 
cent. Industrial amounted to $249,001,000 in 
1926, as against $217,735,000 in 1925—a gain of 
14.4 per cent. Group was $56,458,000, as against 
$39,041,000 last year—a gain of 44.6 per cent. 
The aggregate of all of these classes amounted 
to $1,007,768,000, as against $955,482,000 in 
1925—a gain of 5.5 per cent. 

For the five-month period, the total of all 
classes was $4,705,282,000 this year, as against 
$4,240,113,000 last year—a gain of 10.7 per cent. 








the report. The committee, consisting of the 
Commissioner from Ohio, the Commissioner 
from Tennessee and the Commissioner from 
Massachusetts, is making the following as a 
part of its report: 

Your committee held hearings in New York 
city after notice to several parties interested 
and has given consideration to the subject mat- 
ter before it. 

In view of the fact that there are now pend- 
ing before the United States Supreme Court 
several cases, arising out of this situation and 
involving the law relating to the whole sub- 
ject matter and problem, we deem it inadvis- 
able to recommend any action by the convention 
with reference to the problem until the supreme 
court has dealt with those cases and rendered 
its decisions. We suggest that pending those 
decisions and recommendations from the con- 
vention, the matter is properly one for the sev- 
eral States to deal with individually in accord- 
ance with their several laws. We, however, be- 
lieve that the operation of anv method of 
wholesale insurance coverage will be attended 
with many serious and difficult problems, and 
points to serious interference with the here- 
tofore existing methods of carrying on the in- 
surance business and the proper supervision and 
regulation of the same. 

Before adjournment it was announced that 
at the annual meeting among other subjects to 
be discussed would be the general subject of 
acquisition costs of surety and fidelity business 
by Superintendent Beha of New York; George 
Wells of Minnesota will be called on to dis- 
cuss the fleet automobile insurance; John R. 
Dumont of Nebraska on managers of insur- 
ance companies, and W. Stanley Smith of Wis- 
consin on the tendency of fidelity and life in- 
surance organizations to change the practices 
on legal reserve companies. 

A resolution thanking the local committee, 
providing in it a special vote of thanks to 
Albert S. Caldwell, was unanimously passed. 
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RESEARCH BUREAU MEETS 


Educational Plans Discussed at New 
York Session 








DR. S. S. HUEBNER’S SUGGESTION 





Would Endow Chair of Life Insurance in 
Leading State Universities of the 
Country 


Training new agents was the chief topic for 
discussion at the fourth spring conference for 
members of the Life Insurance Sales Research 
Bureau, which was held at the Hotel Pennsyl- 
vania, New York city, June 10 and 11. M. 
Albert Linton, vice-president of the Provident 
Mutual Life Insurance Company, of Philadel- 
phia, and chairman of the Bureau, presided at 
the sessions. Altogether about 150 agency of- 
ficers attended, many of them younger agency 
assistants, who are actively interested in train- 
ing and recruiting new agents. 

The entire first morning was given over to 
the subject of home office responsibility in guid- 
ing managers in recruiting new agents. In the 
afternoon John M. Holcombe, Jr., manager of 
the Bureau, skilfully guided the discussion of 
commercial correspondence courses and home 
office correspondence courses. Many excellent 
and serviceable ideas were interchanged in the 
course of this discussion. 

The only set address of the entire conference 
was delivered by Dr. S. S. Huebner, of the 
Wharton School of Finance and Commerce, 
University of Pennslyvania. Dr. Huebner 
made a suggestion that a plan be devised where- 
by a chair in life insurance be endowed in the 
leading university of every State in the Union. 
The ultimate result of such a plan would be to 
establish the subject of life insurance as a regu- 
lar course of study in all important educational 
centers, and to develop teachers and educators 
who would make the study of life insurance a 
life work. Dr. Huebner thoroughly impressed 
his audience with this description of his efforts 
to gain recognition for life insurance in the 
various universities and colleges of the country. 

The discussion of training methods continued 
throughout the Friday morning session, with 
but one interruption. Phiroze C. Sethna, man- 
ager at Bombay, India, for the Sun Life Assur- 
ance Company of Canada, was present at the 
meeting and was asked to give a short talk. 
He pointed out in how much greater propor- 
tion insurance is carried in America than in 
any other country, with a special reference to 
India, where the writing of life insurance is 
very much in its infancy. 

Not the least interesting by far, was the dis- 
cussion of the matter of circularizing prospects. 
The subject was developed pro and con, with 
such strong advocates as Leon A. Soper, man- 
ager of Sales Promotion, of the Phoenix Mu- 
tual Life Insurance Company, and Miss Alice 
FE. Roche, who occupies a similar position in 
the Paret Agency, at Trenton, N. J., of the 
Provident Mutual Life Insurance Company, of 
Philadelphia, in favor, and George H. Harris, 
supervisor of the Field Service Bureau, of the 
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TRADITIONS 


N CIVILIZED SOCIETY, Constitutions and Statutes are one thing. Traditions are another. 
The first limit action; the second inspire action. 
Traditions are more flexible and more powerful than Laws. 
LAWS (even Constitutions) can be changed. ‘Traditions may not be. 


Traditions are opinions, doctrines, practices, rites and customs transmitted from generation to gen- 
eration by oral processes without written memorials. ‘The Jews believe that God delivered to Moses on 
Mount Sinai two sets of Laws; one recorded—the Ten Commandments, the other handed down from 
father to son and miraculously kept uncorrupted to the present day. The great Roman Church holds to 
a similar belief—a body of traditions as truly divine and therefore as truly authoritative as the Scriptures 
themselves. 


The same is true of the Moslem Church. 
Institutions have traditions if they have survived the acid test of time. 


NYLIC has traditions—aims, practices, customs, ambitions, almost rites, not written in our Charter 
or By-Laws, nor in the controlling Statutes of any of the States where we do business. They have sprung 
from eighty-one years of service under the leadership of idealists. 


SAFETY IS ONE TRADITION 
Not the technical safety demanded by law but the safety that is the product of everlasting vigilance. 


JUSTICE IS ANOTHER TRADITION 
Not the cold justice of the letter of the contract but justice that has a human quality, without violating 


trust obligations. 
INTEGRITY IS ANOTHER TRADITION 


From James de Peyster Ogden and his Board of Directors in 1845 to the Board of 1926 there is no shadow 
of dishonesty on the record of any Officer or Director in his relations with the policy-holders. 


ACHIEVEMENT IS ANOTHER TRADITION 
NYLIC believes that all men and women (except a negligible few) should be insured. 


This implies ENTHUSIASTIC WORK—another tradition and a powerful one. 


SERVICE IS ANOTHER TRADITION 
That’s what Life Insurance is. Life Insurance is not a commodity; it doesn’t make money; it saves 
money ; it uses the money of its members for the protection of beneficiaries and to safeguard old age. It is 
really the best sort of an investment, not because it makes money but because it conserves and guards and 
keeps its members’ money. Individuals as a rule can’t invest safely. In groups of millions through Life 
Insurance they have become the greatest and soundest of all investors. 

LIFE AND ENDOWMENT INSURANCE, THE GREATEST of ALL OUR TRADITIONS 
Conditions of living change, but life doesn’t change. ‘This tradition says 

‘No short-cuts; no bunk; no cheap devices which try to beat tables of mortality and forget the weaknesses 
of old age.” 

These traditions are not written in our Charter nor set forth in any Statutes; yet they bind. 

The conclusion of the whole matter is that only great institutions can have traditions; and conversely, 
every institution having traditions is likely to be great. 

Working for NYLIC, men and women become a part of a great moral and sociological plan. They 
begin somewhere. ‘They aim at something. They conserve the products of human labor and make realities 
out of dreams, the dreams of human affection. 

All NYLIC men and women will finally become a part of the NYLIC TRADITION which is already 
a power like unto Kant’s Categories, as glorious to some of us morally as the STARRY heavens. 

If that sounds a bit “‘high-brow”’ see our nearest Agency Director and he will make it clearer. 


SO ORDER YOUR LIFE and YOUR LIFE WORK THAT BOTH 
SHALL BECOME A PART OF A GREAT TRADITION. 


NEW YORK LIFE INSURANCE COMPANY, 


New York, June 1, 1926. DaRWIN P. KINGSLEY, President. 
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Sun Life, against. The question was summed 
up by Dr. John A. Stevenson, second vice-presi- 
dent of the Equitable Life Assurance Soctety, 
who pointed out that there is some question 
after the desirability of such work unless it is 
known in advance that the agent is of a type 
able to maintain in the prospect’s mind the high 
regard for life insurance with which a good 
cireularizing campaign would imbue him. 

Previous to the two-days’ session, the dele- 
gates gathered Wednesday afternoon, June 9, 
at the Upper Montclair Country Club, Upper 
Montclair, N. J., and enjoyed an afternoon of 
golf, which was followed by a dinner at the 
clubhouse. 

Those present at the meeting included the 
following : 


tna Life Insurance Company.—W. H. Dallas, 
superintendent of agencies. 

American Central Life Insurance Company.—H. C. 
Byers, manager of the new business department; A. 
F. Lungren, superintendent of agencies, and A. Pen- 
nicke. Bankers Life Company of Iowa.—J. E. Flan- 
igan, agency manager; W. H. Forestell, regional sales 
manager; W. W. Jaeger, vice-president and director 
of agencies. Canada Life Insurance Company.—A. N. 
Mitchell, assistant general manager. Connecticut Mu- 
tual Life Insurance Company.—George C. Caper, 
assistant superintendent of agencies, and H. T. John- 
son, agency assistant. Connecticut General Life In- 
surace Company.—A. A. Drieu, assistant superintend- 
ent of agents; L. B. Hendershot, educational director: 
T. P. Rice, assistant superintendent of agents: Rus- 
sell Larkin, assistant superintendent of agents; M. E. 
Shulteis, assistant superintendent of agents; J. L. 
Wright, assistant superintendent of agents: H. H. 
Steiner, agency secretary, and H. L. Chandler. 
Imperial Life Insurance Company.—George H. 
Hunt, superintendent of agents; R. J. Wood, super- 
visor of sales service, and J. O. Gallon, superintend- 
ent of agency department. Jefferson Standard Life 
Insurance Company.—W. T. O’Donohue, vice-presi- 
dent and agency manager; Ralph Price, agency secre- 
tary. John Hancock Mutual Life Insurance Company. 
—T. W. Callihan, manager of the educational depart- 
ment. Lincoln National Life Insurance Company.— 
W. T. Shepard, vice-president. Manhattan Life In- 
surance Company.—James Elton Bragg, vice-presi- 
dent; R. G. Richards, assistant to vice-president. 
Manufacturers Life Insurance Company.—W. Car- 
lisle, agency supervisor: D. A. Sinclair, club secretary. 
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Metropolitan Life Insurance Company.—E. M. Flagg, 
reference librarian. Continental Life Insurance Com- 
pany, of Wilmington, Del.—Philip Burnet, president; 
James A. Fulton, vice-president; Charles H. Ross, 
agency supervisor; W. P. Worthington, agency secre- 
tary. Equitable Life Insurance Company of Towa.— 
E. E. Smith, agency supervisor. Equitable Life Assur- 
ance Society of the United States.—John A. Steven- 
son, second vice-president; Arline Leding. Mutual 
Benefit Life Insurance Company.—Lawrence Bates, 
field service manager: Oliver Thurman, superintend- 
ent of agencies; J. Ream, assistant superintendent of 
agencies; W. Thomas Thach, educational director. 
Mutual Life Insurance Company of New York.— 
George K. Sargent, second vice-president. Mutual 
Life Insurance Company of Canada—A. E. McCut- 
cheon, assistant superintendent of agencies; G. A. 
Reany, superintendent of agencies; W. H. Somerville, 
general manager. Fidelity Mutual Life Insurance 
Company.—F, H, Sikes, second vice-president and 
Manager of agencies; C. P. Mayfield, publicity man- 
ager, _ Guardian Life Insurance Company.—James A. 
McLain, inspector of agencies; A. E. Fisher, educa- 
tional department, and Helen Carter. Home Life In- 
surance Company of New York.—R. C. Ellis, asstst- 
ant superintendent of agents: Leigh Cruess, assistant 
ae A T. Cameron. Provident Mutual Life In- 
Faun gestae Albert Linton, vice-president: 
Mae ’. Morss, manager of agencies; Louis F. 
» general agent, Trenton, N. J.: Alice E. Roche, 
manager of sales promotion of the Paret Agency; 


BUSINESS MENS HOLDING MEETINGS 


Series of Conferences Throughout Com- 
pany’s Territory Arranged 

The Business Mens Assurance Company of 
America, Kansas City, Mo., are holding a series 
of .sales congresses throughout various sec- 
tions of the country in which the company 
operates. The program for the Nashville, 
Tenn., congress to be held June 13 and 19, 
which follows is representative of the program 
which will be followed at all the meetings: 

Friday, June 18.—9.00, Call to Order, C. B. 
Adams; 9.10, Greetings from Home Office, 
President W. T. Grant; 9.30, Response, C. B. 
Adams; 9.45, A Successful Career with the 
Business Mens Assurance, E. J. Montague; 
10.45, Achievements in Tennessee During the 
Past Year and the Advantages of Tennessee 
Territory, C. B. Adams; 11.35, Operating Plans 
of the Nashville Branch Office; 2.00, Singing; 
2.05, Selling Our Complete Accident and Health 
Service, W. T. Grant: 3.15, Stories of Busi- 
ness Mens Assurance Service, L. L. Graham; 
3.40, All-Ways Contracts, E. J. Montague; 
4.30, General Discussion of Mr. Montague’s 
subject; 5.15, adjournment. 

Saturday, June 19—9.00, Singing: 9.10, A 
Journey Through the Rate Manual, E. J. 
Montague; 10.00, A Journey Through the Sales 
Maker, C. B. Adams; 10.50, A Journey 
Through the Training Course, W. T. Grant; 
11.45, General Discussion of Morning Topics; 
2.05, How the Field Service Department Can 
Help You Increase Sales, E. J. Montague; 2.45, 
What to Do About Claims in Your Territory, 
L. L. Graham; 3.20, Opportunities of Approach 








Charles A. Tusingham, educational supervisor; Gra- 
ham C. Wells, manager at New York; Walter D. 
Cross, assistant manager of agencies; John S. Tun- 
more, manager at Brooklyn: Willard Ewing. agency 
assistant. Security Mutual Life Insurance Company— 
F. L. Mabel, superintendent of agencies. State Mu- 
tual Life Assurance Company—James H. Eteson, as- 
sistant superintendent of agencies. 

Sun Life Assurance Company of Canada.—George 
H. Harris, supervisor of the field service bureau; Ww. 
S. Penn, inspector of agencies; Phiroze C. Sethna, 
manager at Bombay; James W. Simpson, superintend- 
ent of agencies; P. W. Ward, assistant superintendent 
of agencies. Travelers Insurance Company.—D. fF 
Bloxham, assistant superintendent of agents. Union 
Central Life Insurance Company.—Charles Hommeyer, 
superintendent of agencies. United Life and Acci- 
dent Insurance Company.—Eugene E. Reed, second 
vice president; George E. Stonehouse, agency secre- 
tary: F. A. Thuer, field West Coast 
Life Insurance Company.—Francis V. Keesling, vice- 
Western Union Life 


supervisor. 


president and general counsel. 
Insurance Compay.—Vincent Edmondson, assist7nt 
secretary; Ralph K. Hubbard, vice-president. Phila- 
delphia Life Insurance Company.—A. C. Heim, super- 
intendent of agents; Jackson Maloney, vice-president. 

Phoenix Mutual Life Insurance Company.—Win- 
slow Russell, vice-president; L. H. Andrews, man- 
ager, New York; James A. Griffin, manager sales 
training division: L. A. Soper, manager, sales promo- 
tion. Pilot Life Insurance Company.—George Bogle, 
superintendent of agencies; T. D. Blair, assistant 
agency manager. National Life of Vermont.—R. P. 
Withington, agency supervisor. New England Mu- 
tual Life Insurance Company.—G. S. Hastings, super- 
Charles F. Collins, assistant 
superintendent of agencies. Northwestern Mutual 
Life Insurance Company.—J. P. Davies, assistant 
superintendent of agents; J. J. Hughes, assistant super- 


intendent of agencies; 


intendent of agents. 


Afforded the Business Men Assurance Sales- 

men, W. T. Grant; 4.00, The Business Men «° 
Assurance Self-Completing Savings Plan, F 

J. Montague; 4.30, General Discussion of Entire 

Proceeding program; 5.30, Adjournment. 


Institutional Advertising Plan Fails 

An institutional advertising plan that the ad- 
vertising firm of Olmstead, Terrine & Leffing- 
well, of 250 Park avenue, New York city, 
endeavored to establish among insurance com- 
panies has apparently been abandoned. 

The plan was to have a large number of 1n- 
surance companies throughout the country com- 
bine in the expense of promulgating their ad- 
vertising and to have the firm of Olmstead, Ter- 
rine & Leffingwell act as a central advertising 
bureau. It appears that the firm was a trifle 
over-anxious to have their plan working and 
that they rushed matters a bit unwisely. It is. 
said that representatives of the advertisers went 
to several prominent general agencies through- 
out the country and led them to believe that 
certain big insurance companies had already 
agreed to the institutional plan and urged the 
agents to write into their companies to join. 
This the latter did, but their companies, upon 
investigation, discovered that the companies that 
were supposedly agreed to the institutional plan 
had not committed themselves. This is be- 
lieved to be the cause of the plan’s failure. 


Equitable Life of Iowa Shows Big Gains 
The paid-for business of the Equitable Life 
of Iowa for the year to June 1 is $33,265,542, 
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‘which is''a'gain of $8,845,782, or 26.6 per cent, 
‘over the same period ‘of 1925. The paid-for 
production in May was $6,383,460, which is 
also a material gain over May, 1925. 

Hoey; Ellison and Wendt, Incorporated, 
general agents at New York city, lead the 
company during May for the fourth consecu- 
tive month this year. The production of the 
New York City Agency for the year to date 
totals $3,083,240, which is the largest paid-for 
business of any Equitable Life of Iowa agency 
in any five months period in the history of the 
company. Other leading agencies for the 
month of May were: The Wallis & Tyson 
Agency, Philadelphia; L. T. Boyd Agency, 
Kokomo; H. S. Sutphen Agency, Pittsburgh, 
and the J. B. Moorman Agency, Cincinnati. 

Death of Orville D. Drown 

Wasuincton, D. C., June 14.—Local insur- 
ance circles were shocked on June 10 to learn 
of the sudden death of Orville B. Drown, dis- 
trict manager for the Sun Life Assurance Com- 
pany of Canada. 

Mr. Drown, who was well known in the in- 
surance industry for many years, had for some 
time been a sufferer from heart trouble. His 
death occurred in an automobile, in which, with 
a relative and a friend, he was riding from his 
office to a local club. Seized with a sudden 
attack, he expired before help could reach him. 

Mr. Drown is survived by his wife, Mrs. 
Minne A. Drown; three children, Betty, 
Richard and Jeremiah H. Drown, a brother and 
two sisters. 


Detroit Life Underwriters Elect 

At the annual meeting of the Detroit Life 
Underwriters Association the following officers 
were elected: President, Milton L. Woodward; 
vice-president, John Morey, Jr.; secretary, W. 
Scott Heim; treasurer, Guy Reem. These of- 
ficers, with John Yates, Robert Ryan, L. L. 
Monroe, Elvin Seed and H. Wilbert Spence, 
constitute the executive committee of the asso- 
ciation. 

Mr. Woodward is manager of the Northwest- 
ern Mutual and his election is a tribute to his 
popularity with the underwriters. 


Receiver for Medical Life Appointed 

Des Mornes, Iowa, June 12.—T. J. Harri- 
son, Waterloo, has been appointed receiver for 
the Medical Life Insurance Company of Amer- 
ica, whose policies of insurance were sold last 
February to the Royal Union Insurance Com- 
pany of Des Moines. 

The appointment was on application of Ben 
J. Gibson, attorney general, who acted on sug- 
gestion of Ray Yenter, insurance commissioner. 
It is understood that this action is to facilitate 
liquidation. 


Institute Actuaries to Meet in November 

The board of governors of the American In- 
stitute of Actuaries announces that the fall 
meeting of the Institute will be held November 
4 and 5, 1926, at the Edgewater Beach hotel, 
Chicago, III. 


What Price Marriage? 


Not so long ago, some of the large London 
dailies discovered at about the same time that 
most of the forlorn young men about London 
were earning their scotch and sodas in insur- 
ance offices. Insurance and scotch and soda 
went hand in hand over there as naturally as 
an insurance broker and his bootlegger do on 
Maiden Lane, but that deucedly forlorn ex- 
pression the chappies were carrying around— 
well, did seem—well, rawther! Inquiry led to 
the discovery that the bally asses were in love 
—wanted frightfully to get married, but, hang 
it all, there were financial difficulties. Their 
wages were simply rotten! “Now, really?” 
questioned the dailies and bestirred themselves 
to see if they couldn’t be the means of putting 
a bit of cheerio into the lives of these clerks.” 

The newspapers, forthwith, began running 
stories about the huge salaries paid the “insur- 
ance Napoleons” and the dear, old British pub- 
lic gasped, “Just fawncy!”’ These enormous 
salaries were compared with those being re- 
ceived by junior executives and men on the of- 
fice staffs, and there was sporting 
about the comparison. The London Daily 
News showed that 90 per cent of the young 
men between twenty-six and thirty were only 
getting I50 pounds a year—about $750. In the 
meantime, Barclay’s Bank, the 
problem that was being caused by salaries that 
were sufficient before the days of the high cost 
of living, adopted a scale of staff salaries. A 
young man, say about seventeen or eighteen, 
starts with them at 70 pounds a year and re- 
ceives an increase of 10 pounds each year for 
three years, when he gets a raise of 50 pounds; 
then for the next four years, he gets an annual 
increase of 20 pounds and then comes another 
50-pound jump, so that his salary at the end 
This, it 
seems, in the banking world is a salary upon 
which one can justifiably get married. This 
innovation of Barclay’s Bank proved a tip to 
the young insurance men, who, backed by pub- 
lic sympathy and encouraged by the Insurance 
Guild, started forming their own associations. 
which automatically become a part of the Guild 
—a trade union, properly registered. 


nothing 


recognizing 


of about nine years is 260 pounds. 


The Guild feels that every young man who 
has worked faithfully for a given number of 








Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B,C 
and D risks (commercial plan) 
in eight States, wants Produc. 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer. 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 








Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur. 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 

During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Lite 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 











years should receive sufficient salary by th 
time he is twenty-eight to enable him to matty. 





unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 
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The Guild has a grading scheme and salary 
scale and believes that promotion should be 
made by merit. However, a young man ts not 
compelled to join this union, but it is so much 
to his own interest to do so that the staffs of 
most large insurance companies are 90 per cent 
Guild members. Since the establishment of 
this organization, the managements of the large 
offices are reporting contentment, efficiency and 
a genuine esprit de corps among the members 


of their staffs. 


AMERICAN CENTRAL MEETING 


Bronze Tablet Commemorating Second 
Hundred Million of Insurance in Force 
Unveiled 


Field superintendents and agency officers of 
the American Central Life Insurance Company, 
of Indianapolis, held a two-day session at In- 
dianapolis on May 28 and 29. The meeting was 
arranged by Arthur F. Lungren, agency director 
of the company. While the superintendents’ ses- 
sion was devoted entirely to agency and organ- 
ization problems, it also acted as a stimulant 
preliminary to the company’s huge celebration 
of the attainment of $200,000,00—the latter 
celebration occurring on May 30, 31 and June tf. 

More than one hundred and fifty representa- 
tives of the company were its guests at the an- 
nual 500-mile race, which was followed by gen- 
eral meetings Tuesday morning and Tuesday 
afternoon. Among the prominent speakers 
were: Edward A. Meyer, secretary of the 
company; Dr. Albert Seaton, medical director ; 
Donald S. Morris, first vice-president and trust 
officer of the Fletcher Savings and Trust Com- 
pany; Frank L. Jones, president of the Na- 
tional Association of Life Underwriters; 
Mansur B. Oakes, president of the Insurance 
Research and Review Service; Arthur Mac- 
Murray, Dramatic Director of Community 
Chautauquas, and Henry W. Buttolph, actuary 
of the company. 

One of the features of the celebration was 





R. C. McCankie Advanced 


Des Morngs, Ia., June 12.—R. C. McCankie, 
assistant actuary, has been promoted to asso- 
ciate actuary of the Equitable Life Insurance 
Company of Iowa, President Henry Nollen 
announces. P. C. Irwin, a member of the ac- 
tuarial department was advanced to the posi- 
tion vacated by Mr. McCankie. 

Mr. McCankie joined the Equitable in 1920, 
following service in the world war. He is a 
Fellow of both the Actuarial Society of Amer- 
ica and the American Institute of Actuaries. 
Mr. Irwin, also a war veteran, joined the com- 
pany in I9QI9. 


K. W. Partin Heads Advertising Depart- 
ment of Imperial Life 


The Imperial Life Insurance Company, 
Asheville, N. C., has instituted an advertising 
department under the management of K. W. 
Partin. This addition, coupled with the re- 
cent acquisition of a new building, is an in- 
dication of the steady growth of the Im- 
perial since its inception in 1905. 





the unveiling of a bronze memorial tablet, espe- 
cially designed for the occasion of the com- 
pany’s passing its second hundred millions of 
insurance in force. The tablet unveiled is a 
companion piece to one commemorative of the 
first hundred millions. 

The climax of the convention was a banquet 
for the entire party in the Chateau Room of the 
Claypool Hotel—the headquarters for the meet- 
ings. President Herbert M. Woollen acted as 
toastmaster, other speakers being Superintend- 
ent A. L. Davis of Texas, a guest of honor; 
Thomas S. McMurray, Indiana Insurance Com- 
missioner, and Claris Adams, well-known in- 
surance attorney. Vice-President and Superin- 
tendent M. F. Belisle of the Western depart- 
ment was also to have been an honor guest but 
illness prevented his presence at the celebration. 


( CENTRAL LIFE. PRSURAMRCE COMPANY 
LENTENDENT! S METTING 


CLAYPOOL HOTEL 


- WAY 28 & 28, 


LZ6 


iNOLANAPOL |S. 





Some Medical and Other Aspects of Taxi- 

Liability Insurance 
(Concluded from page 4) 
taxi-drivers, but have permeated to the general 
public. Not long ago a young man stepped into 
my office to be treated for a laceration of a 
finger caused by a broken window-pane. After 
I had treated him he asked my advice as to 
whether he should sue the landlord or get some 
taxi license number and claim injury by a 
slammed taxi door! I was thunderstruck at 
this brazen question, and learned from the hon- 
orable gentleman that it was customary among 
his friends to use taxis for getting a couple of 
dollars in an easy (and mentally stiumulating) 
way. 

How to remedy this state of affairs should be 
a matter of deep concern to all interested or- 
ganizations. Taxi-drivers understand that con- 
tinuance of unwarranted accident claims, in their 
present extent, will result in higher insurance 
premiums. The public should be educated to 
realize, through advertisements by the com- 
panies in the daily papers, that this will eventu- 
ate in higher cab fares. It is the essential 
cause of the great number of company fail- 
ures. The medical societies should proceed 
against the issuance of false certificates. 

We have arrived at the same condition which 
prevailed before the Workmen’s Compensation 
Law came into effect in industry. It may be 
necessary for the State to create a body corre- 
sponding to the compensation commission. A 
large number of attorneys will then be forced 
into more socially productive fields. 

In my opinion, no such drastic administra- 
tive charge is necessary. The chief advantage 
accruing from it would be the limitation of the 
time intervening between the accident and the 
notification of it to the company (or the com- 
mission). At present, the legal limit allowed 
is two, and in some states, one year. A medi 
cal examination a year or two after an acci- 
dent can neither certify to the triviality or seri- 
ousness of the injury. Physicians’ certificates 
often admit the absence of any present com- 
plaint. If accidents were reported immedi- 
ately, and examinations made without delay, 
the uselessness of pressing trivial cases would 
become apparent. Far fewer framed-up acci- 
dents would be reported, since detectoin would 
be rendered so much easier. Most of the cases 
necessarily rest upon immediate injuries, which 
may be exaggerated almost at will when in- 
vestigated a year later. 

It may be argued that many symptoms, of a 
more permanent nature, do not appear until 
some time after the accident. It is striking, 
however, that these symptoms seem to uni- 
formly disappear after the case has been settled. 
Furthermore, many of these lasting effects 
claimed are intangible, like nervousness, head- 
aches, and dizziness, and are at any time diffi- 
cult to verify objectively. These are resorted 
to with suspicious frequency. 

The Webb-Loomis Act creates ‘a medical 
grievance committee, to which flagrant abuses 
of medical ethics may be appealed. Is it not 
possible to proceed against lawyers who, through 
runners, etc., cater to this class of business. 
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NEAL BASSETT, President 


LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
JOHN KAY, Vice-President A. H. HASSINGER, Secretary 
JANUARY Ist, 1925, STATEMENTS 


FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 





WELLS T. BASSETT, Secretary 






















ASSETS 
$15,123,531.91 


LIABILITIES 
$8,536,871.80 


$5,252,813.31 
HEAD OFFICES: NEWARK, N. J. 


$3,751,385.75 


Posie 
THE —— FIRE AND MARINE INSURANCE co., aun 1853 


$5,474,032.20 $3,213,0! $1, $1,260,934.00 
MECHANICS. INSURANCE Co. oF. PHILADELPHIA, Organized 1854 
$4,175,490.93 $2,575,127. $1, 


'600,0 
NATIONAL-BEN FRANKLIN yng INSURANCE co., Organized 1866 


PHILADELPHIA, PA. 


DEPARTMENT — 
Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 


General Agents for Southern Territory 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


NET SURPLUS 
$3,586,660.11 


SURPLUS POLICYHOLDERS 
$6,586,660.11 


$2,250,934.06 
00,362.98 $1,600,362.98 


$501,427.56 $1,501,427.56 


Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER , Managers 
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SOUTHERN LIFE AND HEALTH INS. Co, 


‘‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


BP. O. BOX 884 


PITTSBURGH, PA, 








BIRMINGHAM, ALA, 












Jf ASSURANCE CORPORATION, Ld. 


a RICHARDSON, United States Manager: | 
GENERAL BUILDING, 4m & WALNUT STS. 
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NorTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 
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Total claims paid 26 years ending 
December 31, 1925, $45,599,665.53 











C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE - «= -« TENN. 











Great American 
Insurance Company 


= Newfork = 


INCORPORATED - 1872 
a a 1, 1926 


$12,50 00.600.00 


Soon RVE FOR pty OTHER LIABILITIES 


21. 732,720.96 


ET SURPLUS 


16, 541, ,2680.58 
50.774,00 1.54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041,280.58 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 
NEW YORK CITY 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
310 S. Michigan Ave., Chicago, Ill. 233 Sansome Street, San Francisco 
G. R. STREET, Vice-President CLIFFORD CONLY, Manager 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO— Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldé. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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NEW YORK SURVEYS 

How Far Can Burning Brands Be Carried? 
_A fire occurred in the northern part of New 
Vork State on April 16 and burned for twenty- 
four hours. During that period of time burn- 
ing paper and embers were carried two miles 
from the burning buildings. It was necessary 
to station men on the roofs of all the build- 
‘ings of the property and men were also kept 
busy extinguishing fires in the fields and woods 
adjoining. 

Would It Not Be Cheaper?—Between one 
and two hundred thousand dollars has just 
been paid on a building in course of construc- 
tion due to a fire. The record of buildings of 
this type and state has been so good that the 
fre has caused a great deal of comment and 
furthermore has developed the possibilities of 
loss in a building in course of construction. 
The fact is, of course, that the driving methods 
now in force in the erection of buildings is 
introducing hazards unthought of before. Also 
much of the material is perhaps not of the 
quality that went into earlier duildings. All 
this, however, is beside the point. The real 
question is would it not be cheaper to expend 
a part of that hundred thousand dollars and 
other thousands of dollars which are paid in 
losses in enlarging the inspection force? There 
is not the slightest doubt but that if that were 
done there would be a permanent improvement 
in the loss ratio in New York city. 

The Permanent Increase.—It is a little 
dificult to grow with our business at times and 
that is proving true in the technical branches 
of fire insurance. The fact is that there is a 
steady increase in the demand for technical in- 
formation and made the 
proper increase in the staff to handle the de- 
mand. If this fact is taken into consideration, 
it may lead to the proper increase in staff to 
meet the many problems which arise. 


there has not been 


BOSTON AND VICINITY 
Request Inquiry into Fire.—A formal in- 
quest to determine the origin of the $1,500,000 


FIRE INSURANCE TOPICS 
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fire that destroyed the Pollard block and Ma- 
sonic Temple in Lowell recently has been or- 
dered by Deputy State Fire Marshal Timothy 
Murphy. A private hearing has already been 
held and a report will be made to Fire Marshal 
Neal as soon as possible. 

Stamping Office Changes.—Ralph Sweet- 
land, secretary of the New England Insurance 
Fxchange, announces that from June 10 on 
agents in the territory covered by the Lowell, 
Mass., tariff will mail their reports through 
the stamping office at Boston. Mr. Sweetland’s 
statement explaining the abandonment of the 
Lowell office expresses a desire to consolidate 
the stamping of daily reports into what is known 
as central stamping offices. He states that a 
central office will be opened in Worcester and 
that the Salem, Peabody, Beverly and Danvers 
offices will be brought into Boston. When pres- 
ent plans are completed there will be four cen- 
tral stamping offices in Massachusetts. These 
will be in New Bedford, Boston, Worcester 
and Springfield. 

Union Fire Admitted—The Union Fire of 
Buffalo has been admitted to Massachusetts to 
write fire. Philip S. Keeler of 44 Kilby street 
is the agent of record. 

Firemans Fund Field Changes.—Several 
recent changes in the special agents’ territory 
for the Firemans Fund are announced as fol- 
lows: Allan I. Woods will assume supervision 
over the field formerly covered by Henry A. 
Horn, Eastern Massachusetts. Mr. Horn has 
heen transferred to important duties in the 
Boston office. Mr. Woods has been in charge 
of the central and Western Massachusetts terri- 
tory and will continue to supervise a portion 
of his former field. Special Agent Dennis J. 
Collins assumes supervision over the Rhode 
Island field formerly covered by Henry A. 
Horn who has been transferred to important 
duties in the Boston office. J. G. 
will succeed Henry G. 
agent in charge of Connecticut and will also 
have a portion of Western Massachusetts. 

National Union Appointment.—Theodore 


Richardson 


Griswold as_ special 


L. Jones has been appointed special agent for 
the National Union of Pittsburgh for Maine, 
New Hampshire, Eastern Massachusetts and 
Rhode Island. He will make his headquarters 
in the company’s new office in Room 1120, I41 
Milk street, where he will be associated with 
General Agent Frank E. Dunham and Walter 
J. Dayton, recently appointed special agent for 
New England for the automobile department of 
the company. 

Rate Change.—A rate on certain buildings 
in Lowell of to per cent greater on buildings 
and 15 per cent on contents has been promul- 
gated by the New England Insurance Ex- 
change. 


Insurance Men on New York City 
Committee 


Mayor Walker of New York city has formed 
a committee of nearly 500 prominent citizens to 
aid him in solving the increasingly difficult traf- 
fic and finance problems with which the city 
government is beset. The following prominent 
insurance men are on the list of members: 
Darwin P. Kingsley, president, New York Life 
Insurance Company; Frederick H. Ecker, vice- 
president, Metropolitan Life Insurance Com- 
pany; William B. Joyce, president, National 
Surety Company; Charles A. Peabody, presi- 
dent. Mutual Life Insurance Company; Sumner 
Ballard, president, International Insurance 
Company; James A. Beha, Superintendent of 
Insurance of the State of New York; Lee K. 
Frankel, second vice-president, Metropolitan 
Life Insurance Company, and James J. Hoey, 
of Hoey & Ellison. 


Eastern Underwriters Committee Fails to 
Take Action 


The committee of twenty, formerly known 
as the committee of fifteen, of the Eastern Un- 
derwriters Association met again on Wednes- 
day of last week and conferred with a commit- 
The 
latter had thoroughly gone over the matters— 
such as the multiple agency question, reduction 
of commissions and rates—discussed at the pre- 
vious meeting and offered numerous sugges- 
tions for the improvement of agency conditions. 
However, any action upon these suggestions 
was deferred until the next meeting. 


tee representing the Eastern fire agencies. 
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FIRE REINSURANCE 


INTER-OCEAN REINSURANCE COMPANY 


Condition January 1,1926 


Unearned premiums 
Other - liabilities 
Capital 

Net surplus 


ADMITTED ASSETS 


$500 ,000 .00 
425,661.10 
Surplus to policyholders 


—e ee eee §6LEEXCESS COVERS 


$1, 255,778.47 
369, 346.56 


925,661.10 
#2 550,786.13 
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CASUALTY REINSURANCE 


Automatic treaties covering excess limits for Casualty Companies, 


and the casualty features issued by Life Companies. 


A member of our Underwriting staff is always available for nego- 


tiations and conferences. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President 
KANSAS CITY 


NEW YORK 


CHICAGO 
































YOUR VACATION 


<4 > 


The unexpected—AN ACCIDENT! 





Ruins Many a Vacation 
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ROYAL ACCIDENT INCOME 
POLICIES 


PROTECT—when the unexpected occurs. 
: Gernnceenenrennati 


ROYAL INDEMNITY COMPANY 


84 William Street 
New York 





CASUALTY — ALL FORMS — SURETY 








Writing Casualty Insurance 
Fidelity andSurety Bonds 


Zipv 


Home Office: DAVENPORT, IOWA 
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CUBAN SITUATION 





No Remedy for Present Evils Seen in 
Proposed Legislation 





RATE CUTTING GOES ON APACE 





pig Sugar Interests Practically Dictate 
Rates—Tariff Association Lacks 
Support 

The fire insurance situation in Cuba to-day 
is anything but a happy one. Competition be- 
ween the companies has not been of a bene- 
fcial nature, nor does there seem to be a rem- 
edy in the near future for the existing condi- 
tons, despite the present bill for the regula- 
ion of insurance and insurance companies in 
general, which has been before the House of 
Representatives in Cuba since February 10 of 
this year. 

The present legislative proceedings are re- 
carded, it appears, by American insurance men 
closely in touch with the situation, as an at- 
tempt at rehashing the old Mexican Insurance 
law in an endeavor to drive out the foreign 
companies. If this present bill is passed and 
Phecomes effective, it will insist that the com- 
inanies carry much larger reserves and that these 
reserves be deposited in the vaults of the Na- 
tional Treasury in cash or in Cuban national 
bonds. The foreign companies unanimously re- 
fuse to adhere to such a ruling. Another of 
the many objectionable features of the bill is 
that all insurance brokers must be local brokers, 
which is considered not at all practical. The 
British and American organizations—the Fire 
Officers Committee of London and the Confer- 
ence of United States Fire Insurance Com- 
panies—are working together to fight this bill. 
These associations are making a special point 
in their protestations of the descriminations 
shown in favor of the local Cuban companies. 
However, there is no genuine concern that this 
bill will be passed during the present session 
of the legislature, which adjourns this month 
until next fall. In fact, it is the concensus of 
opinion that the present bill will merely give 
birth to a much better one and that there is a 
likely possiblity the United States Government 
will have to intervene. 

The big business in the Island is being writ- 
ten by four large groups: the American ad- 
mitted companies, the British admitted com- 
panies, the Cuban non-admitted—both Ameri- 
can and British and Lloyds. Cuban non-ad- 
mitted companies are those backed by either 


American or British capital, which, however, 


are not included in the membership of the 
Havana Tariff Association. With the excep- 


B tion of La Cubana, the other Cuban fire insur- 


ance companies are too small to carry a really 
big risk and in many cases they function in a 
broker's capacity. “As might be expected, the 
biggest lines written are the large sugar inter- 
ésts and it is at their doorstep that the blame 
for the terrific rate slaughtering is laid. It is 
said that these powerful sugar interests did 
not give a rap for the Havana Tariff Associa- 
tion’s rates, that they were out to get their in- 


surance just as cheap as they could, in fact, 


practically dictating their own rates. The re- 
sult was that the fire insurance companies be- 
gan bidding against one. another, rates were 
slashed beyond reason—and to-day in Cuba 
rates are 50 per cent and more lower than they 
were a few years ago. One prominent agent 
reports that his commissions of several years 
ago were as large as the premiums which he 
writes to-day, that, as nearly all business is 
written on a five-year basis, there is no pros- 
pect of getting better rates in the near future 
on the accounts he now carries. While the 
Havana Tariff Association struggles bravely 
to regulate rates, it has never received the 
honest support of the British and American 
companies and until this is given, there will be 
no solution of the present hectic insurance sit- 
uation in Cuba. A suggestion as to how to 
enforce respect for the Havana Tariff Associa- 
tion is to have the home offices of all foreign 
accepted companies agree upon a general super- 
visor, give him tremendous power and backing 
and put him on a salary that would keep him 
off all by-ways of bribery, and give him a 
figurative big stick, which he could ruthlessly 
swing upon any recalcitrant company. 

As may be gathered from the foregoing, 
companies not having very large incomes are 
losing money. General expenses, commissions 
and taxes consume over 30 per cent of what 
they take in. While the rates have decreased, 
the number of fires have been on the increase 
—the latest spectacular fire being that of the 
American Agricultural and Chemical works at 
Regla, across the harbor from Havana. 

Lloyds of London has apparently played its 
own particular part in the present rate chaos in 
Cuba. It will accept any rate, it is said, that 
another company offers a risk, providing said 
company writes an amount for the risk which 
is known as a guaranty policy. This is usually 
for about 10 per cent of the amount. Further- 
more, Lloyds will incorporate all kinds of 
clauses in their policy contracts. 

While quite often Cuba is swept by severe 
storms, only once in about every three years 
does a real hurricane strike the Island and then 
great havoc is caused to crops and buildings. 
Accordingly, not all companies operating there 
will write windstorm, but those that do usually 
regulate their rates upon the construction of 
the buildings and their locations. 

From a general business viewpoint, condi- 
tions are not very favorable in Cuba, due pri- 
marily to the low cost of sugar. 


Appointed Secretary of Automobile Insur- 
ance Company 

Vice-President Alfred Stinson of the Auto- 
mobile Insurance Company, Hartford, has an- 
nounced the appointment of Olaf Nordeng of 
Chicago as secretary to succeed George R. Ful- 
ton, resigned. 

Mr. Nordeng has spent seventeen years in the 
fire insurance business, his most recent connec- 
tion being with the American Fore Companies, 
where he was assistant secretary. He will as- 
sume his new duties in Hartford July 1. 
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“SMOKE” 











THE FLAPPER AS A FIRE HAzarD 

Where theres a smoke, there’s a flapper! 

And who has just awakened to that? Why, 
of course, it’s sleepy old Philadelphia—and it’s 
going right ahead to do something about it. 
Flaming youth—that’s just the phrase; and Fire 
Captain Jacob C. Clinton has been instructed to 
keep an eagle eye out for this latest of fire- 
bugs, the modern flapper. He’s to arrest her 
if she is seen smoking in a ballroom, lobby of a 
theater or—or in a dressing-room! In fact, 
she mustn’t smoke in a place of public assem- 
bly, because she is too careless in “killing” her 
cigarette butt. (Of course, if an older woman 
—but banish the idea!—is caught smoking in a 
public place, it’s the hoosegow for her, too, 
be she gray-haired, bobbed and seventy!) Cap- 
tain Clinton has a small army of sleuths out, 
with orders to arrest on sight, be she a poor 
woiking goil or a poor little rich girl. 


CROSSES 

Other cities might well follow the lead 
Boston has established in pasting crosses on 
the windows of storage buildings and the like 
to serve as signs to firemen that the windows 
afford free passage to the various floors. 
Blocked windows have caused unnecessarily 
heavy fire losses. 


SEEING NELLIE HoME 

It happened in New Jersey. (Pardon the 
hackneyed beginning.) 

Dorothy Major had come all the way from 
Oak Shade to Red Bank to attend a party— 
and it looks as if it must have been “one of 
those New Jersey parties” that ends after the 
milk train is puffing out of the depot. But Dot 
just had to get home, for what would people 
say in Oak Shade if she stayed out all night— 
and in Red Bank. Unfortunately, Dorothy’s 
boy friends hadn’t a car and they had foolishly 
spent their pennies, so they couldn’t even see 
her home in a hired machine. But a brilliant 
idea occurred to one of them: they thought of 
the hook and ladder truck. Why not take her 
home in that? Dot did a Charleston right 
there on the street corner from sheer joy. 

However, two days later, Mattawan Town- 
ship had a fire and a doctor, a lawyer, a fire 
insurance company’s president, a druggist and 
a bootlegger—the volunteer fire brigade— 
walked slowly to the fire station, only to find 
upon arriving that their nice hook and ladder 
had vanished. Fevered excitement. Investiga- 
tions. 

Well, Dot got home all right, but the boys 
didn’t get any further than halfway back to 
Red Bank, when, at the top of a steep hill, the 
bearings burned out—due to ignorance, they’d 
run the truck on low—and they decided to coast 
down the hill. This they did, but lost control 
of the vehicle, which tore through a tree and 
into a ditch, * * * Charlie and Jimmie are 
held on charges of grand larceny and Dorothy 
feels “just terrible” about it all. 
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EXPLAINS ARKANSAS SPLIT 
Allan Kennedy, in Letter to Banker, 
Throws Light on Situation 

The situation in Arkansas which led up to 
the recent split in the ranks of the Arkansas 
Local Agents Association, and in formation 
of a new body composed solely of agents un- 
affiliated with banking institutions, is clearly set 
forth in a letter written by Allan Kennedy, of 
Kennedy & Albers, Fort Smith, to Andrew 
Friberg, of the insurance department of the 
Bankers Trust Company, of Little Rock. In 
the course of his letter, Mr. Friberg says: 


On our side of the question we are simply 
striving to protect ourselves against a competi- 
tion which is devastating. Only bank agencies 
can compete with bank agencies—that is evi- 
denced by conditions in your home city. I knew 
Little Rock when it was full of good, live, 
active, local agents and now the banks abso- 
lutely dominate the local field and no agent 
without a bank’s pull can succeed. This is well 
understood, not only in Arkansas but all over 
the United States. The companies themselves 
understand it and are willing and anxious to 
join the National and State Associations in the 
movement to do what? Simply to cease the 
appointment of additional bank agencies. Our 
position in the Association has been that we 
did not desire to interfere with existing bank 
agencies. The resolution that I wrote three 
years ago, and which you and others strenuously 
fought, stated that we did not desire to inter- 
fere with the existing bank agencies whose right 
to operate we considered to be a vested right. 
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My resolution also stated that in passing my 
resolution the State Association in no way in- 
tended any reflection upon the banks now 
engaged in the insurance business, but this was 
unsatisfactory. I don’t know of any kind of 
compromise that could be suggested that would 
be acceptable to either side of this controversy. 
The banks want all the banks in the insurance 
business that can be got into it. There are 
certain banks in your city which have written 
and ’phoned to banks all over the State to get 
into the insurance business, urging it with all 
their power, and they have urged banks that 
were already in the insurance business but not 
members of the State Association to join the 
State Association and come to this last meeting 
for the purpose of voting, as they wanted them 
to vote on this question. The last Association 
meeting was packed with these men. Young 
Covey, with one of your banks, a man nene 
of us knew by sight, who had never attended a 
State Association meeting before, so far as I 
knew, was handling the throttle on the steam 
roller to run it over us. As I understand it, 
he joined on the morning of the 25th. He was 
not even connected with the banking depart- 
ment of the bank that he works in but is said 
to have an interest in a bank agency somewhere 
in Northwest Arkansas. 

This frame of mind on the part of the bank- 
ers is just about as objectionable as it can be 
to the rest of us agents. Mrs. Canady of Con- 
way, in her brief speech of resignation. out- 
lined our feelings. Speaking for Fort Smith 
agents, we do not want the banks in Fort Smith 
to get into the fire insurance business. If they 
do, agencies like mine, which have been in oper- 
ation here for over thirty-five years, would not 
be worth twenty-five cents on the dollar and 
would not support those who own them. 


New Directors of Etna (Fire) 

William R. C. Corson, vice-president of the 
Hartford Steam Boiler Inspection and Insur- 
ance Company, has been elected a director of 
the 7Etna (Fire) Insurance Company and the 
World Fire and Marine Insurance Company, 
both of Hartford. He fills the vacancies caused 
by the death of Atwood Collins. 


State Assurance Promotions 

The State Assurance Company, Limited, New 
York, has appointed R. R. Wilde as general 
agent to succeed H. L. Sowards, resigned. Mr. 
Wilde comes to the State Assurance from the 
North British and Mercantile Company. 

L. H. Post, who has been chief accountant, 
becomes branch secretary. 
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NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 65 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
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TEXAS ASSOCIATION MEETING 
Program Curtailed on Account of Death of 
F. W. Offenhauser 

Gloom was thrown over the convention of 
the Texas Association of Insurance Agents 
June 11 when .Fred W. Offenhauser of 
Texarkana, 65 years old, a charter member of 
the association and the only Texan ever to be 
president of the National Association of. Ip. 
surance Agents, died suddenly after a swim in 
the Gulf of Mexico. Death is believed to 
have been due to heart failure. 

Mr. Offernhauser went in bathing with sey. 
eral companions and had been enjoying the 
treat shortly before he was _ noticed floating 
on the water in a peculiar manner. He was 
taken from the water and hurried to John 
Sealey Hospital but died on the way. “The 
body was forwarded to Texarkana. 

He was a member of the boards of d- 
rectors of the two banks in Texarkana, and a 
past president of the Texas association. 

All remaining social features of the con- 
vention were cancelled out of respect to him 
and all activities of the convention except the 
election of vice-presidents, directors, and the 
adoption of resolutions. The resolutions gave 
approval to all suggestions offered by the 
president, stressed the need of agitation to 
bring about the repeal of the valued policy 
law by the next legislature, expressed com- 
mendation of the work of the State Firemen’s 
Association, declared it a necessity that the 
present Texas statute forbidding the use of 
coinsurance classes be repealed, called for the 
adoption of a code of ethics, and voiced a 
protest against Government encroachment into 
private business. 





WANTED— 
Fire Insurance Agency 


Covering North East Nebras- 
ka, North West Iowa, and 
Sioux City, Iowa. 


Address B. L. F. 
care of THE SPECTATOR. 











# INSURANCE ISSUED 


Fire Automobile 
Tornado Windstorm 
Rent and Rental Values 
Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 
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LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 


Tourist Baggage 
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MAN IN HIS HOME TOWN. THINK IT OVER! 
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NATIONAL BOARD. COM= 
MITTIES 


Wilfred Kurth Announces Personnel 
for Current Year 


COUNTRY WELL REPRESENTED 


Paul L. Haid Heads Strong Committee on 
Adjustments—C. V. Meserole Chair- 
man of Arson Committee 


Wilfred Kurth, president of the National 
Board of Fire Underwriters, has just an- 
nounced the personnel of the standing commit- 
tees of that organization for the current year. 
Following is a list of the members and the 


chairmen : 


ACTUARIAL BUREAU 

E. J. Sloan, chairman, Hartford; FE. G. Pieper, 
Providence; Victor Roth, New Haven; L. R. Welch, 
Fitchburg; F. B. Kellam, New York: W. A. Blodgett, 
New York; James Wyper, Hartford; C. E. Case, 
New York; J. Lynn Truscott, Camden; W. L. Steele, 
New York; John Marshall, Jr., San Francisco; J. H. 
Packard, New York; J. A. Swinnerton, New York; 
John Kay, Newark; R. C. Christopher. Hartford: R. 
P. Barbour, New York; W. L. Maillot, Philadelphia. 


ADJUSTMENTS 

Paul L. Haid, chairman, New York; C. R. Street, 
Chicago; C. V. Meserole, New York; Hart Darling- 
ton, New York; J. H. Vreeland, Hartford; Milton 
Dargan, Atlanta; C. L. Purdin, New York; J. W. 
Cochran, Philadelphia; A. G. Dugan, Chicago; E. G. 
Pieper, Providence; H. H. Clutia, New York; F. E. 
Burke, New York; H. J. Wyatt, New York; H. A. 
Clark, Chicago; Henry W. Gray, Jr., Hartford; Wm. 
Deans, San Francisco; C. W. Bailey, Newark. 





“Superior Service Satisfies” 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


ere $1,000,000 


Surplus to Policy 
Holders... 


pe ee 


1,752,290 
4,543,938 














CONSTRUCTION OF BUILDINGS 

P. T. Kelsey, chairman, New York; W. O. Way- 
man, San Francisco; W. B. Burpee, Manchester, N. 
H.; Paul B. Sommers, Newark; F. C. White, Hart- 
ford; A. G. Martin, New York; E. J. Booth, Detroit; 
F. M. Smalley, Glens Falls; H. M. Schmitt, Pitts- 
burgh; C. W. Johnson, Philadelphia; F. E. Jenkins, 
New York; J. D. Lester, New York; Ulric S. Atuin- 
son, Chicago. 


FINANCE 
C. W. Higley, chairman, New York; Robe Bird, 
Milwaukee; R. A. Corroon, New York; F. R. Bige- 
low, St. Paul: Paul L. Haid, New York; C. L. Tyner, 
New York: C. F. Sturhahn, Hartford; R. M. Bissell, 
Hartford: F. W. Sargeant, Manchester, N. H.; Harcld 
Warner, New York; Rhodes Browne, Columbus, Ga. 


Fire PREVENTION AND ENGINEERING STANDARDS 

N. S. Bartow, chairman, New York: O. E. Schaefer, 
New York; A. R. Phillips, New York; F. E. Burke, 
New York; McClure Kelly, San Francisco; E. W. 
West, Glens Falls; C. H. Coates, New York; F. M. 
Avery, San Francisco: C. A. Nottingham, New York; 
B. M. Culver, New York; N. A. Weed, Pittsburgh; 
Robert R. Clark, Hartford; John M. Thomas, Chicago; 
R. R. Martin, New York; C. W. Pierce, New York; 
Montgomery Clark, New York; B. N. Carvalho, Hart- 
ford. 


INCENDIARISM AND ARSON 

C. V. Meserole, chairman, New York; Ray Decker, 
San Francisco; Edwin Parrish, San Francisco; John 
O. Platt, Philadelphia; H. V. Smith, Philadelphia; J. 
F. Van Riper, New York; E. T. Gentry, Atlanta; Guy 
£. Beardsley, Hartford; C. D. Dunlop, Providence; 
C. E. Case, New York; Jesse E. White, New York; 
Thos. H. Anderson, San Francisco; W. Mackintosh, 
New York; J. R. Wilbur, Chicago: R. C. Christopher, 
Hartford: Norman T. Robertson, New York; Chas. 
H. Yunker, Milwaukee. 


Laws 

James Wyper, chairman, Hartford; Edward Milli- 
gan, Hartford; C. G. Smith, New York; P. Beres- 
ford, New York; J. B. Levison, San Francisco; John 
C. Harding, Chicago: C. A. Henry, San Francisco: 
W. R. Hedge, Boston; E. E. Cole, Pittsburgh; C. W. 
Bailey, Newark; Gustavus Remak, Jr., Philadelphia: 
C. F. Shalleross, New York; C. A. Ludlum, New 
York; Paul L. Haid, New York; H. A. Smith, Hart- 
ford; Ralph B. Ives, Hartford; Neal Bassett, Newark: 
John O. Platt, Philadelphia; O. E. Schaefer, New 
York: R. A. Palmer, Atlanta; Lyman Candee, New 
York. 


Maps 
P. Beresford, chairman, New York; C. R. Street, 
Chicago: Geo. O. Smith, San Francisco; C. A. Lud- 
lum, New York; W. R. Prescott, Atlanta; Chas. M. 
Kerr, York; H. N. Kelsey, New York; C. S. Conklin, 
New York; M. L. Heide, New York; Carroll L. 
DeWitt, New York; Rodney Davis, New York. 


MEMBERSHIP 
C. W. Bailey, chairman, Newark; Sumner Ballard, 
New York; J. M. Wennstrom, New York; W. M. 
Hoffman, Washington; A. T. Bailey, San Francisco: 
Robe Bird, Milwaukee; T. L. Farquhar, Newark: O. 
E. Lane, New York; John A. Forster, New York. 


Pusiic RELATIONS 

Sheldon Catlin, chairman, Philadelphia; C. A. Lud- 
lum, New York; R. R. Martin, New York; F. D. 
Layton, Hartford; G. H. Batchelder, New York; Paul 
L. Haid, New York; O. J. Prior, Trenton; William 
Hare, New York; Arthur M. Brown, San Francisco; 
Chas. H. Holland, Philadelphia; O. E. Lane, New 
York; Neal Bassett, Newark; Jesse E. White, New 
York. 


STANDARD RatING SCHEDULES AND ForMs 
Geo. G. Bulkley, chairman, Springfield, Mass.: 
Ralph B. Ives, Hartford; George H. Bell, Chicago, 
C. R. Street, Chicago; S. R. Kennedy, Buffalo; Whit- 
ney Palache, New York; Geo. C. Long, Jr., Hartford; 
P. H. Willmott, Watertown; C. A. Ludlum, New 
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York; H. A. Clark, Chicago; Geo. O. Hoadley, San 
Francisco. 


STATISTICS AND ORIGIN OF FIRES 

Hart Darlington, chairman, New York; A. H. 
McDonnell, Detroit; Harold W. Letton, Chicago; D. 
B. Sewell, Charleston, S. C.; J. H. Packard, New 
York; Joy Lichtenstein, San Francisco; E. G. Chap- 
man, Jr., St. Louis; Wm. E. Wollaeger, Milwaukee; 
W. Y. Wemple, New York; H. H. Bergmann, Wash~ 
ington; C. J. Schrup, Dubuque. 


UnirorM ACCOUNTING 

Edward Milligan, chairman, Hartford; B. C. 
Jr., Richmond; J. A. Kelsey, New York; R. H. Wil- 
liams, Hartford; D. W. Crane, Le Roy; H. R. Bush, 
Greensboro; W. B. Cruttenden, Springfield; A. C. 
Noble, New York; Myles Walsh, New York; J. C. 
Griffiths, Jr., San Francisco; Geo. K. March, Detroit; 
E. G. Siebels, Columbia, S. C.; Alfred Stinson, Hart- 
ford. 


Lewis, 


Government Reimburses Commercial 
Union 


Wasuincton, D. C., June 14.—The House 

of Representatives last week adopted the bill 
introduced by Senator Wadsworth of New 
York, which had already passed the Senate, 
providing for the reimbursement of the Com- 
mercial Union Assurance Company for Treas- 
ury certificates of indebtedness valued at 
$30,000, lost, destroyed or stolen before presen- 
tation for payment. The bill now requires 
only the signature of the President to become 
effective. 
» Under the terms of the measure, the insurance 
company will be required to file with the 
Treasury a bond for $60,000, to protect the 
Government against any possible loss. 
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Here is the architect’s conception of the 
greater Union Central Home Office Build- 
ing, when the proposed annex to the pres- 
ent skyscraper is finally completed. Eight 
stories of the annex are to be erected at 
once. The complete plant is estimated 
to take care of the company’s growth 
for the next 75 years. 





AN ‘AGENTS COMPANY’ —WHy? 


Twenty and thirty year service records are common 
among Union Central men. 


One western Agency has been in the same family for 
three generations! A southern General Agent, after 
30 years with the Union Central, wrote: ‘“The company 
has always been better to me than its contract.”’ 


Keeping abreast of the times, the Union Central today 
offers more and better helps to agents than ever in its 
history. Always a great low net cost company, its policy 
forms are liberal and attractive; it maintains a Policy- 
holders Division for the service of its clients and a Service 
Bureau for the conservation of business and to provide 
its agents with a constant supply of prospects. 


THE UNION CENTRAL 
LIFE INSURANCE CoO. 


CINCINNATI, O. 


More Than One Billion, 215 Millions of Insurance In Force 














Your Prospect’s Future 


Is the Same As Your Own PUBLIC LIFE 
























When you line him up for the policy he wants, and 
the policy he needs, you have made a staunch friend, 
and contented customers mean repeat orders in insur- 
ance as well as other lines of business. Sell this 
contract: 


Any matural cenths 5... 6000s vecseeses $5,000 
Any accidental death................... 10,000 
Certain accidental deaths............... 15,000 


Accident Benefits $50 per WEEK 
(Non-cancellable) 
Also Disability Income, Waiver of Premiums, 
etc. 


All In ONE Policy 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life ‘“‘Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct. . . . . and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


Inquire! 

















INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS - 


EDWARD H. BURKE 


PRESIDENT and GEN. MGR. 
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AUTO FATALITIES 





National Bureau’s Investigation 
Completed 





22,500 DEATHS IN 1925 





Figure Is 2,200 Greater Than That for 
1924 

The number of automobile fatalities in the 
United States last year reached a total of 22,- 
500, which was an increase of approximately 
2200 over the record for 1924. 

The results, which were made public this 
week by the National Bureau of Casualty and 
Surety Underwriters, were derived from a 
study made by the Bureau for the statistics com- 
mittee of the National Safety Council. This 
analysis, based on the official reports of auto- 
mobile fatalities in 147 cities of the United 
States, indicates that the record for 1925 was 
even worse than the National Safety Council’s 
preliminary estimate of 21,000, based on earlier 
incomplete information. The National Bureau’s 
method of estimating the number of fatalities 
has in previous years proved to be conservative 
and it is believed that when the complete re- 
turns become available the true number of 
deaths will be even greater than the number 
estimated at present. 

Automobile fatalities, excluding collisions 
with street cars and railroad trains, increased 
from 17,600 in 1924 to 19,800 in 1925. Auto- 
mobile grade crossing fatalities increased from 
1688 in 1924 to 1784 in 1925. 

The automobile death rate per 100,000 popu- 
lation has increased from 14.9 in 1923 to 15.7 
in 1924 and to 17.2 in 1925. The increase 
therefore from 1923 to 1924 was 5 per cent, 
while the increase from 1924 to 1925 was nearly 
10 per cent. 

Automobile registrations during the year in- 
creased from 17,501,081 in 1924 to 10,054,347 
in 1925. Fatality rates on the basis of regis- 
trations have been decreasing for several years 
but the rate for 1925 was practically the same 
as that for 1924. 

Deaths to children less than fifteen years of 
age continue to be one of the most serious as- 
pects of the automobile accident situation. Dur- 
ing 1925 it is estimated that 6300 children un- 
der fifteen years of age met their death in 
automobile accidents, compared with 6000 in 
1924. One encouraging aspect of the situation 
however is that deaths to children less than 
fifteen years of age increased only about 3% 
per cent in 1925 over 1924, whereas the fatali- 
ties among grown-ups increased about 14 per 
cent. 

Non-fatal automobile accidents in the United 





States are difficult of estimation because of the 
lack of complete statistics. However, several 
investigations which have been made indicate 
that there are about thirty non-fatal accidents 
for each fatal case. That means that in 1925 
there were approximately 675,000 people injured 
in automobile accidents in addition to the 22,- 
500 killed. 


Constitution Indemnity Appointments 


The Constitution Indemnity Company, of 
Philadelphia, announces the appointment of W. 
H. Caudill as manager of the bonding depart- 
ment, and John H. Doherty as director of 
agents. 

Mr. Caudill is a graduate of the Northern 
Indiana University, 1907, and the law depart- 
ment of the University of Michigan, 1910. He 
was at one time field attorney for the Massachu- 
setts Bonding and Insurance Company’and dur- 
ing the World War was a member of the Gov- 
ernment engineering staff covering construc- 
tion work. He comes to the Constitution In- 
demnity from the Independence Indemnity, 
Philadelphia, where he has been in charge of 
the bonding claims department. 

Mr. Doherty is a graduate of the Wharton 
School of Accounts and Finance at the Uni- 
versity of Pennsylvania. During the World 
War he enrolled in the United States Navy as 
a chief yeoman and was promoted to the rank 
of lieuntenant. On his release from the navy, 
he became senior cost accountant for the navy 
department for the city of Baltimore. Since 
June, 1923, he has been assistant agency super- 
intendent for the Indepedence Indemnity. 

Both appointments will take effect July 1. 


Bill to Reimburse U. S. F. & G. Passes 
House 

WasHINcTON, D. C., June 14.—Reimburse- 
ment of the United States Fidelity & Guaranty 
Company for three $1,000 registered United 
States bonds, lost, stolen or destroyed before 
presentation for payment, is provided for in a 
bill recently introduced in Congress by Rep- 
resentative Linthicum of Maryland and passed 
by the House of Representatives on June 11. 
The bill now goes to the Senate for considera- 


—The Southern Surety Company has won several 
of the suits pending in the Carnegie Trust Company 
case. 
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CASUALTY, SURETY AND MISCELLANEOUS 


WRITES SESQUI-CENTENNIAL BOND 


Equitable Surety Behind New York State 
Exhibition Buildings 


The Equitable Surety Company, New York 
city, has written the contract completion bond 
on the construction of the New York State ex- 
hibition buildings at the Sesqui-Centennial Ex- 
position, Philadelphia. The bond is for $26,- 
000, one-half the contract, and it is noteworthy 
from a service standpoint that the bond in ques- 
tion was delivered within one hour after the 
application had been received. 

The New York State Sesqui-Centennial 
Commission, of which George Gordon Battle is 
chairman, will erect three exhibition buildings 
in Philadelphia. The first will be a replica of 
Federal Hall, New York, as it was in 1780; 
the second will be a duplicate of Washington’s 
headquarters below Newburgh, N. Y.; and the 
third will be a duplicate of Washington’s head- 
quarters at Newburg, where the Father of His 
Country is said to have refused the crown. The 
contract for the construction was awarded to 
the Jefferson Construction Corporation. 


Stock of Constitution Indemnity Is Fully 
Subscribed 


The stock of the Constitution Indemnity 
Company, Philadelphia, has heen fully sub- 
scribed and call for a first payment has been 
issued. Payment is to be made to the Re- 
liance Securities Company, which will handle 
the details of the transaction. The first pay- 
ment is to be $10 for each share and other 
payments will be due July 1 and August 1. 
The basis of stock subscription is $30 per 
share; the par value of $10 going to capital 
and $20 to surplus. 


Globe Indemnity’s Boston Branch 


The Globe Indemnity Company, Newark, has 
opened a New England service department 
housed in a new branch office of the organi- 
zation on the fourth floor of the Boston In- 
surance Exchange. The office is under the di- 
rection of Manager Cyrus C. Washburn, and 
J. G. Sharpe has charge of production in the 
New England States with the exception of 
Connecticut. This move does not affect the 
general agency contract of Hinckley & Woods, 
now representing the company. 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 
Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times Building, Broadway and 42nd St., New York City Bryant 


1361 
Telephone { 1362 
1363 
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Comments on Reciprocal Laws, Annual Statements and 
Compulsory Automobile Liability 


Comparatively few of the States have enacted 
agents’ qualification laws. Although the neces- 
sity for stricter regulation in the appointment 
of agents is becoming apparent, New York 
State agents, unlike brokers, are not required 
to pass any examination for certificates of 
authority, it being assumed by the insurance 
department that the companies will request the 
appointment of only competent and trustworthy 
persons as their agents. Some of the States, 
however, have passed agents’ qualification laws 
which require a written examination. 


REcIPpROCAL Laws 

Nearly all of the States have passed recip- 
rocal laws in relation to taxes, fines, penalties, 
etc. An example of a reciprocal law applying 
to taxes and fees is found in section 1344 of 
the Connecticut statute, which reads as follows: 

Every insurance company or association in- 
corporated by or organized under the laws of 
any other State and admitted to transact busi- 
ness in this State and each agent of every such 
insurance company shall pay the same fees and 
taxes to the Insurance Commissioner of this 
State as are imposed by such other State upon 
any similar insurance companies incorporated 
by or organized under the laws of this State 
or upon the agents of any such companies trans- 
acting business in such other State. 


ANNUAL STATEMENTS 

The time for filing the annual statements in 
most of the States is March 1. A majority of 
the States require that the return of the annual 
statement shall he filed on the form of blank 
furnished by the Insurance Commissioner or 
Superintendent or on the form adopted by vhe 
National - Convention of Insurance Commis- 
sioners. 

Real estate bonds and stocks are valued at 
market prices irrespective of cost. Furniture, 
fixtures, supplies and stationery are not allowed 
as assets. Section 86, subdivision 2 of the 
New York Insurance Law, provides that in esti- 
mating the condition of any casualty or surety 
insurance corporation the Superintendent shall 
allow as assets unpaid premiums on policies or 
renewals written within three months. This 
section requires that: 

The reserve for outstanding losses under in- 
surance against loss or damage from accident 
to or injuries suffered by an employee or other 
person and for which the insured is liable com- 
puted as follows: 

“For all liability suits being defended under 
policies written more than ten years prior to 
the date the statement is made, fifteen hundred 
dollars for each suit. 

“For all liability suits being defended under 
policies written more than five and less than 
ten years prior to the date the statement is made, 
one thousand for each suit. 

“For all suits defended under policies writ- 
ten not more than three and less than five years 
prior to the date of the statement, eight hundred 
and fifty dollars. 


By TrERENCE F. CUNNEEN 


Third Deputy Superintendent, New York Insurance Department 


“For all liability policies written during the 
three years immediately preceding the date as 
of which the statement is made the reserves 
shall be sixty percentum of the earned liability 
premiums of each of such three years less all 
losses and loss expense payment made under 
liability policies written in the corresponding 
years, but in any event such reserve shall for 
the first of such three vears be not less than 
seven hundred and fifty dollars for each out- 
standing liability suit. 

“For all compensation claims under policies 
written more than three years prior to the date 
as of which the statement is made the reserve 
shall not be less than the present value at four 
at four percentum interest of the determined 
and the estimated future payments.” 

Nearly all of the States have laws which limit 
the amount of liability which a sompany may 
be allowed to assume on any single risk or haz- 
ard. Under section 24 of the New York Law 
no stock corporation transacting the insurance 
business in this State shall expose itself to any 
loss ontany one risk or hazard except as other- 
wise provided in an amount exceeding 10 per 
cent of its capital and surplus, but no portion 
of any such risk or hazard which shall have 
been reinsured in a corporation authorized to 
do business in this State shall be included in 
determining the limitation of risk. 


BROKERS 

Section 143, subdivision 10 thereof, provides 
that the Superintendent of Insurance may re- 
voke a broker’s certificate of authority if, after 
investigation and a hearing he determines that 
the broker has violated any provision of the 
insurance law or has violated any law in the 
course of his dealings as a broker, or has made 
a material misstatement in his application for a 
license, or has been guilty of fraudulent or dis- 
honest practices, or has demonstrated his in- 
competency or untrustworthiness to transact the 
isnurance brokerage business. The action of 
the Superintendent of Insurance in refusing to 
grant, or in revoking a broker’s certificate may 
be reviewed by writ of certiorari to the supreme 
court. 

There is a similar provision as to agents and 
public adjuster. 


New AND RetireD CASUALTY JNSURANCE 
COMPANIES 

In 1925 no less than twenty-five casualty and 
miscellaneous insurance companies were licensed 
in the various States of the United States. Dur- 
ing the same period twenty-two similar com- 
panies retired from business either by liquida- 
tion or otherwise. 


Compu.tsory AUTOMOBILE LraBILity INSURANCE 


In Massachusetts the legislature passed an 
act (Chapter 346 of the Acts of 1925) entitled, 
“An act requiring owners of certain motor 
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vehicles and trailers to furnish security fo, 
their liability on account of personal injuries 
caused by their motor vehicles and trailers” 
This law will become effective on January ; 
1927. In effect it compels every automobile 
owner, with the exception of the State, coup. 
ties, municipalities and street railways as q 
condition precedent to the registration of his 
automobile, to procure either a motor vehicle 
liability policy which, with a few exceptions 
is similar to the ordinary liability policy with 
limits of $5000 and $10,000; a motor vehicle 
liability bond in the same amounts, or deposit 
$5000 in cash or securities for the payment of 
judgments arising out of accidents. The coy- 
erage of the motor vehicle liability policy or 
bond is not as broad as that now given under 
the ordinary liability policy because it relates 
only to accidents which occur upon the public 
highway within the State of Massachusetts, 
The law is not applicable to a non-resident un- 
less he has a car which must be registered, 
Some authorities claim the law is not applic. 
able to accidents which occur upon private prop- 
erty, as for instance, in garages, private park. 
ing grounds and elsewhere. It is expected that 
under the law at least 700,000 persons in Mass- 
achusetts will be compelled before January |, 
1927, to furnish either the motor vehicle liabil- 
ity policy or bond, or make the deposit of $5000 
in cash or securities. 

At the present session of the New York 
Legislature a bill has been introduced in the 
Assembly to amend Section 282b of the High- 
way Law to require every owner of a motor 
vehicle operated and driven upon the public 
highways of the State with certain exceptions, 
to file and deposit a personal bond, a corpor- 
ate surety bond or a policy of insurance in the 
sum of $2500, the requirements being similar 
to the provision applicable to persons engaged 
in the taxicab or bus business at present. 


Century Indemnity’s Expansion Plans 

The Century Indemnity Company, Hartford, 
will begin writing business in New England 
on July 1 and application will be made to the 
next General Assembly for authority to it- 
crease the capitalization to $5,000,000. This 
move will not be carried out at once, but the 
authority is desired in order to provide for fu- 
ture contingencies. 
Health and Accident Underwriters to Meet 

September 9, 10 and 11 

The twenty-fifth annual convention of the 
Health & Accident Underwriters will be held 
at the Hotel Thorwald, Gloucester, Mass., 0 
September 9, 10 and 11. Reservations should 
be made direct to Lester Roberts, managet, 
Hotel Thorwald, Bass Rocks, Gloucester. 
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L. A. SAWYER APPOINTED 
Heads Burglary Department of National 
Bureau 

It was announced by the National Bureau of 
Casualty and Surety Underwriters that L. A. 
Sawyer has been appointed acting manager of 
the burglary department. 

After graduating from Tufts College, Mr. 
Sawyer engaged in enginering work for some 
see. He joined the Bureau staff in 1922 and 
served as an inspector and office assistant in 
Detroit, Louisville and Indianapolis. In Sep- 
tember, 1924, he was transferred to the central 
office of the Bureau to assist with the boiler 
and machinery lines. Shortly thereafter, Mr. 
Sawyer was appointed assistant to the manager 
of the burglary department. In that position 
he gained the confidence of the companies so 
that he was unanimously recommended by the 
governing committee as acting manager upon 
Mr. Carr’s resignation. 


Globe Indemnity’s Boston Service Office 

Boston, Mass., June 14.—The Globe In- 
demnity has opened a New England service de- 
partment on the fourth floor of the Boston In- 
surance Exchange to take care of the rapidly 
increasing intercsts of the company in this 
field. A Boston branch office has also been 
established at the same location. In the new 
offices the production, claims, safety engineer- 
ing and payroll audit departments and the Bos- 
ton branch will be consolidated. The opening 
of the new offices in no way affects the close 
relationship which has existed for so many 
years between the company and the Hinckley 
& Woods agency. J. O. Sharpe, for some 
years past with the Globe Indemnity in this 
territory, will be in charge of the production 
department for the New England States. Cyrus 
C. Washburn will be resident manager of the 
Boston branch. He has been connected with 
The Travelers for many years and resigns the 
position of manager of its New Haven branch 
office. 


Winners of Casualty and Surety Golf 
Tournament 

The Casualty and Surety Club of New York 
held its annual Spring Golf Tournament last 
Thursday at the Sound View Golf Club at 
Great Neck, Long Island. There were 84 
players competing, 72 of whom remained for 
dinner. The whole affair was voted a tre- 
mendous success. James R. Garrett, president 
of the club, presided at the banquet and an- 
nounced the winners of the contest. 

The following prizes were awarded: Class 
A, 36 Holes Medal Play—first, J. J. Palley 
of the London Guarantee and Accident; 
second, J. A. Roe, Indemnity Insurance Com- 
pany of North America. Class B—first, W. 
F. Murphy of the Royal Indemnity Company : 
second, H. P. Jackson of the Norwich Union 
Indemnity Company. A leg on the A. Duncan 
Reid Trophy was won by W. F. Murphy of 
the Royal Indemnity Company, while Frank 
J. O’Neill of the same company won a leg on 
the Old Boys Trophy. The winner of the 
President’s Trophy was William A. Earl of 











the Hartford Accident and Indemnity Com- 
pany. In the 18 Holes Medal Play—first, 
afternoon round, H. P. Hall, Indemnity In- 
surance Company of North America. The 
first prize for the Company Trophy was won 
by J. J. Palley and J. M. Haines of the Lon- 
don Guarantee and Accident (Co.; second 
prize, William A. Earl and Paul Rutherford 
of the Hartford Accident and Indemnity Com- 
pany. In the Kickers Handicap, the first prize 
went to W. L. Hadley of the Eastern Under- 
writer, and second to H. P. Cunningham of 
Harjem Ballin & Co. The Pest Ball Two- 
some, Medal Handicap Play—first, Howard 
Wright, ‘Etna Life Insurance Company, and 
Clarence B. Tippitt, also of Aétna; second 
prize was won by A. R. Burton and Edwin 
J. Donegan of the Metropolitan Casualty 
Company. 
Raymond T. Mallery Advanced 

Hartrorp, ConNn., June 14.—The appoint- 
ment of Raymond T. Mallery as field super- 
visor to succeed Franklin Davies, who was re- 
cently appointed manager of the A&tna Com- 
panies’ branch office at Harrisburg, Pa., has 
been announced by the casualty agency de- 
partment. The territory in Mr. Mallery’s 
charge will include the States of Arkansas, 
Oklahoma, Tennessee, Kentucky, Mississippi, 
Louisiana, and Texas. 

Mr. Mallery joined the A{tna organization 
in 1914 as a local agent at Olean, N. Y., and 
was appointed general agent at that point in 
1917. He has recently heen assisting field 








supervisor L. C. McGee in the development 
of Etna interests in the Middle West. 


More Copies Wanted 


Upon receipt by the Provident Life and Ac- 
cident Insurance Company, Chattanooga, of one 
copy of The Adjuster’s Manual, new, revised 
and enlarged edition of which has just been is- 
sued, The Spectator Company is pleased to re- 
ceive the following letter from the claim man- 
ager: 

We have just received the new edition of 
The Adjuster’s Manual and are very much 
pleased with the revision that has been made. 

We will appreciate it if you will mail us four 
more copies of this edition, as we want to sup- 
ply all of our home office adjusters with these 
books as we feel it is of great value. 

Trusting vou will give this order your 
prompt attention, we are 

Yours truly, 


W. K. Kropp, 
Assistant Claim Manager. 


Charter of Employers Casualty Broadened 
AusTINn, Tex., June 14.—An amendment to 
the charter of the Employers Casualty Com- 
uany of Dallas, enlarging its scope so as to 
authorize the company to write not only all 
classes of casualty business but also fire insur- 
ance, was approved by the attorney general’s 
department and filed in the State Department 
of Insurance. This is a $200,000 capital stock 
company, and is said to be an adjunct to the 
Texas Employers Insurance Association. 
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ARKANSAS 
CALIFORNIA 
COLORADO 
DELAWARE 
DIST. OF COL. 
IDAHO 

ILLINOIS 
INDIANA 
IOWA 
KANSAS 
KENTUCKY 
MAINE 
MARYLAND 
MICHIGAN 
MINNESOTA 
MISSOURI 
MONTANA 








NEBRASKA 
NEW HAMPSHIRE 
NO. CAROLINA 
NORTH DAKOTA 
OHIO 
OKLAHOMA 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH DAKOTA 
TENNESSEE 
TEXAS 
UTAH 
VERMONT 
VIRGINIA 
WEST VIRGINIA 
WISCONSIN 
WYOMING 








[nter-\tate Business 


Accident Association : 











































“FIRST ORGANIZATION _| 
BROWN HOTEL BLOG. 





ERNEST W.BROWN, Secy-Treas. 


OF ITS KIND IN AMERICA 








DES MOINES. IOWA 



































LHe SPeCi ATOR 

















——. 
——— 


Thursday 





















ILLUSTRATE YOUR ARGUMENTS 
FOR LIFE INSURANCE! 





When you want to pave the way to a successful 
canvass; 


When, at first, you cannot reach a_ prospect 
personally ; 


When you find it hard to concentrate his attention; 


When your arguments must be followed up 
forcefully ; 


Then— 


USE THESE NEW LEAFLETS! 


Confidential Notes 


The Gateway to Contentment 


A Look Into Their Future 
To Fit Every Man and Every Pocketbook 
Give This Man Your Confidence 


Appropriate drawings and persuasive text matter 
make these folders bring the real message of life 
insurance home to each man and woman. Prices 


are: 
Sample copy, 10c; 50 copies, $2.75; 100 copies, 
$5; 500 copies, $20; 1000 copies, $35; 5000 
copies, $140. 


Send for a sample set of these leaflets, 50c. 


You Should Also Use 
THE THREE BEST SELLERS IN LIFE INSURANCE! 


I. Taking His Place 
II. Anticipation 
III. Guaranteeing His Education 


These form a group of graphic folders that emphasize the 
main services performed by life indemnity, and cover Life 
Insurance in General, Long Term Endowments and 
Monthly Income, and Children’s Educational Endowments. 


Prices are: 
Sample copy, 10c; 50 copies, $2.50; 
100 copies, $4.50; 500 copies, $18; 
1000 copies, $30; 5000 copies, $120. 


These three leaflets sold together at reduced rates, prices quoted on 
application. 





SECURE NOW, BUT—HOW ABOUT THE FUTURE? 


This is the title of a pictorial folder that does not mention 
life insurance but presents a picture and points a moral 
that convinces the reader of the need for adequate protec- 
tion. This leaflet, like two or three others above mentioned, 
has a special die-cut cover and, when opened, tells the entire 
story in a few words. Prices are at the rate of $35 per 
thousand copies. See quotations in various quantities above. 
Send 90c for sample copies of the nine new leaflets mentioned in this 
advertisement. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


INSURANCE BUILDING 
CHICAGO 


Tennessee Under Way 


Organization of the State of Tennessee is going 


forward in earnest for The Lincoln National Life. 


May 1926 shows a 9.5% increase in Lincoln Na= 
tional Life business paid for in Tennessee over 
May 1925. 


Opportunity beckons in Tennessee. District 
Agency openings at Columbia, Clarkesville, 
Knoxville, Cookeville and Johnson City. 








(Link UP (wre rue ()LaRCORRy 








in Tennessee 


Address either 


L. C. EVANS, General Agent 
603=4 Caldwell Building Nashville, Tennessee 


or 


The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character" 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $425,000,000 in Force 


























Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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NEW ENGLAND AGENTS 
OPEN 





Nearly 400 Present for New London 
Sessions 





HOWARD P. DUNHAM A SPEAKER 





Clarence T. Hubbard, Frederick V. Bruns 
and James C. Heyer Also on List 


By W. Eucene RoescH 


New Lonpon, Conn., June 15.—With 
Thomas D. Faulkner, chairman of the New 
England Advisory Board wielding the gavel, the 
fifth annual convention of the New England 
State Association of Insurance Agents opened 
at the Hotel Griswold here this morning. 
About 330 men and women attended the busi- 
ness sessions and heard Chairman Faulkner 
describe those phases of insurance which are 
particularly applicable to his territory. 

Referring to the Connecticut agents’ qual- 
ification law, Mr. Faulkner said that within 
one year from the time this bill was passed 
Col. Howard P. Dunham, Insurance Commis- 
sioner of the Nutmeg State, had refused 
licenses to over 7000 applicants. ‘Factory 
employees, automobile salesmen and __ store 
clerks are not qualified either by experience 
or training to sell insurance and I do not be- 
lieve they will ever be allowed to do so in 
Connecticut while Colonel Dunham is Com- 
missioner,’ the speaker commented. The im- 
portance of the American Agency System was 
stressed by Chairman Faulkner, who said that 
last year it produced over $700,000,000 in in- 
surance premiums for stock insurance com- 
panies and that the 10,000 members of the 
National Association of Insurance Agents 
probably sold 80 per cent of the fire and cas- 
ualty business written. The Chrysler, Dodge 
and General Motors insurance plans, continued 
the speaker, had caused more controversy dur- 
ing the year than any other announcement, and 
the competition thus brought into being could 
only be met by personal service given gen- 
erously and by loyalty to agency principles. 

The commission situation in New England 
was reviewed by Mr. Faulkner, who pointed 
out that it was particularly bad in Worcester 
and New Haven and stated that the remedy 
rested with both companies and agents. The 
New England Advisory Board is ready and 
willing to meet the Eastern Union officials to 
discuss a method for settling the problem. 

Dealing with the insurance agents as a citi- 
zen, Mr. Faulkner said that the future of New 
England rested largely on the efforts of in- 
surance men and he pleaded for activity on 
their part looking toward the retention of New 
England’s prosperity. In closing, the chair- 
man of the New England Advisory Board paid 
high tribute to the work of Thomas Moffatt, 
Cliff Jones, Frank Gardner, Walter Bennett, 
James L. Case, Ed. J. Cole, Donald North and 
Warren Shaw, all of them wheel horses whose 
strength has pulled the New England agents’ 
associations and the National Association to 
a towering position in the insurance world. 


In addition to the address of the chairman, 
the features of the Tuesday meeting were the 
talks made by Frederick J. Bruns, president of 
the Excelsior Fire of Syracuse and former 
president of the New York State Association 
of Insurance Agents, and James C. Heyer, 
vice-president of the Metropolitan Casualty In- 
surance Company, New York. 

Developing the general idea of “team play,” 
which is the main theme of the convention ses- 
President Bruns chose “Solitaire vs. 
Football” as his topic and likened the field of 
insurance selling to a gridiron. The man who 
loves the game most, profits most, said the 
speaker, who added that the local agent must be 
able to play any position on the insurance team. 
He must be a star quarterback as a compensa- 
tion expert and an all-American end as a fire 
insurance engineer. The rules and signals of 
eleven years ago are out of date and the mod- 
ern agent should make use of the aids modern 
methods have given, including advertising. He 


sions, 


must be loyal to the public, to the principles 
of the business and to his associates. 

The first discussion, on “Team Play in Its 
Relation 
was begun by the address of Vice-President 
Heyer of the Metropolitan Casualty. Mr. 
Heyer said that the word and spirit of perfor- 


to Insurance Companies’ Service,” 


mance should be substituted for the word ser- 
vice. Point by point he showed how the ideal 
company should be built up of men of ability, 
character and integrity and told the gathering 
that they need not worry about competition if 
they believed in their company and acted on 
that belief. “Represent the company not in a 
commission capacity but in performance,” was 
Mr. Heyer’s slogan. Insurance is not a cost, 
it is an investment, he said, and described the 
four points of selling as introductions, knowl- 
edge of the business, creation of desire to buy, 
and the close. 

After the original of Chairman 
Faulkner, the report of Secretary and Treas- 
urer Warren S. Shaw of the New England 
Advisory Board was read by that officer, to- 
gether with a history of the board which he 
had prepared. The discussion periods which 
followed were led by James L. Case, former 
National Association president, and James W. 
Cook, president of the Rhode Island Associa- 
tion. Among those who took part were Clar- 
ence Hubbard of the Automobile Insurance 
Company, Hartford, Conn.; Frank Bell, for- 
mer National Association president; Charles 
Brigham of Hartford; Fred Smith, president 
of the Massachusetts Association; J. E. Traill, 
president of Vermont Association; D. T. But- 
ler of Middletown; C. F. Newcomb, Provi- 
dence; R. C. Knox of Hartford; H. A. Wiley 
of Providence, R. I., and W. D. Squire of 
Meriden. 


address 


Get ToGETHER BANQUET 


The get-together banquet of the New Eng- 
land state associations of insurance agents was 
held Monday night with about 400 men and 
women in attendance. Thomas D. Faulkner, 
chairman of the New England Advisory Board, 
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presided, and acted as toastmaster, introducing 
the guests and himself, welcoming the dele- 
gates on behalf of the Board. The honors of 
the after dinner meeting went to Colonel 
Howard P. Dunham, Insurance Commissioner 
of Connecticut, and Clarence T. Hubbard, 
secretary of the Automobile Insurance Com- 
pany of Hartford. 

Mr. Hubbard’s address on “Selling Our- 
selves” will be found on another page of this 
issue of THE SPECTATOR. 

Commissioner Dunham, in a speech that won 
the plaudits of his audience, praised the en- 
thusiasm of the insurance agents of New 
England, and, among other considerations, paid 
tribute to the work done by James L. Case, 
former president of the National Association 
of Insurance Agents; Donald North, former 
president of the Connecticut Association. 

Singling out the idea of “team play,” which 
has been chosen as the theme for the entire 
convention, Commissioner Dunham stated that 
if the company officers and agents could get 
together on the ane theory of “team play” it 
would prove wonderful influence in the busi- 
ness. Without it, he said, neither companies 
nor agents could give service. “Any Insur- 
ance Commissioner who gets around among 
the insurance agents of his State is a better 
commissioner than he otherwise would be,” said 
Colonel Dunham. 

Referring to the agents qualification law as 
enforced in Connecticut, the insurance head 
of the Nutmeg State avered that “the untrained 
insurance agent is a menace to society.” 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1925 


(Condensed from Statement of 
U.S. Treas. Dept.) 
Admitted Assets. ..... $7,297,020 
CREE Ss 0 xxt0% 1,228,500 
ee 720,161 
Thirteen Years of SteadyGrowth 
Prompt and Dependable Service 

to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 































THE SPECTATOR 

















Prominent Agents and Brokers 





Actuarial 


Adjuster 








LEON IRWIN & CO., Ine., New Orleans, La. 


Represent ting 
Tire ited Staten Fire National Fire ef 
of New York Hartford 


BROKERS’ LINES SOLICITED 





York 
National Unien of York 
Pitteburgh 














Actuarial 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 











SANBORN & SLOAN, Ltd, 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, Ont. 














Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








Statisticians 































MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 























Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





Underwriters 
Statistical 
= Inc. 





We render tatietical service and 
= you of the pressure af annual statement 





We are also equipped te prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
temeters ie desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 






















A.SIGTENHORST,F. A.I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 






















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


ABB LANDIS 
CLARENCE L., ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 




















HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK F. HAIGHT, President 

INDIANAPOLIS 
DENVER DES MOINES 








OMAHA 


L. A. GLOVER & CO. 7 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








(Now Ready) 


INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 


HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 
TIONS 


A valuable book devoted to the service 
of those engaged in a most important 
branch of life insurance service. 


INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 


A Guide to the System of Industrial 
Life Insurance 


A Source of Inspiration and Helpful 
Hints 


A Reliable Text Book 
PRICE $3.50 


Liberal Discount on 
Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW “—_ 
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Miscellaneous Insurance 








INSURANCE STOCK QUOTATIONS 


All Bids and Quotations Subject to Con- 
firmation 


The following quotations, as of June 7, 1926, 
are from reliable New York and Hartford stock 
houses and if any of our readers are interested 
in stocks not appearing in this list, the Re- 
search Bureau of THE SpEcTATOR will endeavor 
to give to any correspondent whatever infor- 
mation may be desired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 

Agricultural 

Todd & Leonard, N. Y............ 250 265 
Aetna Insurance (Fire) 

Gilbert Elliott & Co., N. Y........ 560 570 

Conning & Co., Hartford........ 2: 555 565 
Aetna Casualty and Surety 

Conning & Co., Hartford.......... 760 775 
Aetna Life Stock’ 

Conning & Co., Hartford.......... 720 730 

Gilbert Elliott & Co., N. V........ 718 725 

Jos. Walker & Sons, i ae 715-725 
Aetna Life (Full Paid ou 

Jos. Walker & Sons, N. Y......... 708 715 

Conning & Co., Hartford.......... 708 715 

Gilbert, Elliott & Co., N. Y....... 705 715 
American Alliance 

Gilbert Elliott & Co.. N. V........ 305 = 315 
American Cas. of Reading 

McCown & Co., Phila. and N. Y... 20% 21% 
American Surety 

Gilbert Elliott & Co., N. Y........ 171 175 

Gude, Winmill & Co., N. Y......... 170 = 175 
Automobile Insurance 

Conning & Co., Hartford.......... 285 300 

Gilbert Elliott & Oe, The Sse biases 290 310 
Camden Fire 

McCown & Co., Phila. and N. Y... 14 15 
Carolina Insurance 

Gilbert Elliott & Co., N. V........ 27 31 

Gude, Winmill & Co., 5 ree 29 32 
City of New York 

Gilbert Elliott & Co., N. Y........ 295 305 

Gude, Winmill & Co., We ie as Soces.c 300 §=315 

Todd & Leonard................. 290 300 
Connecticut General Life 

Conning & Co., Hartford.......... 1700 1750 
Continental 

Gilbert Elliott & Co., N. Y........ 131 135 

Gude, Winmill & Co., 1 Se Se 132 = 136 

.K. Rice, Jr., & Can, Nod « . ssc 128 132 
‘odd & Leonard, N. Re ote 133 = 186 

Fidelity-Phenix 

Gilbert Elliott & Co., N. V........ 187 191 

Gude, Winmill & Co., N. Y........ 186 190 

J. B. Reese, Jr., & Ca, No ¥ oe vccccs 185 190 

Todd & Leonard, N. Y............ 188 192 
Fire Ass’n of Philadelphia 

McCown & Co., Phila. and N. Y... 55 57 
Franklin Fire 

Gilbert Elliott & Co., N. Y........ 170 §176 

McCown & Co., Phila. and N. Y... 170 =180 
Glens Falls 

Gude, Winmill & Co., N. Y....... 38 42 
Globe & Rutgers 

Carts. © Sanger, Wo V waieisc dein sass 1450 1500 

Gilbert Elliott & Co., N. Y........ 1450 1550 

J. EE. Rice) Jr: & Co, Ne Vee ccacs 1450 1500 





Jos. Walker & Sons, N. Y......... 1450 1475 Northern Insurance 
Gude, Winmill & Co., _ NER Sae.caters 1429 1500 Todd & Leonard, N. Y.........2.. 270 86280 
Todd & ROGGGK, ING Woscas< couse 1450 1500 Pacific. 

Great American Jo Mao, Ride; Te. @ Ca Wiis. cc 100 §=6110 
Curtis & Sanger, N. Y.......ccece 285 288 Gilbert Elliott & Gee Wi Muse ce 100~=—:1110 
Gilbert Elliott & Co., N. Y........ 285 288 Phoenix Insurance Co, 

Gude, Winmill & Co., N. Y........ 283 4288 Gilbert Elliott & Co., N. Y........ 580 590 
y7. Be Rice, is;, & Ce., Ne ¥..6 55:0 285 288 Conning & Co., Hartford.......22: 575 590 
Todd & Leonard, NA acccavuneces 285 288 Prov.-Wash. 

Hanover Fire Todd & Leonard, N. V............ 305 315 
Gilbert Elliott & Co., N. Y........ 180 190 Reliance Ins. 

. K. Rice, Jr., & Co. 3. See 180 §6188 McCown & Co., Phila. and N. Y... 23 24. 
‘odd & Leonard, 1. i eS 183 188 Stuyvesant 

Hartford Fire Gilbert Elliott & Co., N. Y........ 215 220 
Conning & Co., Hartford.......... 515 525 Gude, Winmill & Co., Yi > ee 2 212 220 

Hartford Steam Boiler prod & Leonard, INGE Tacs donncce: 212 218 

ing & re 675 surance 

——.e : Gilbert Elliott & Co., N.Y........ 1230 1250 

ae Len. 3 4 52 os. Walker & Sons, » Sere 1260 1280 

FE in nod oh saibtcameiaial . one Co., Harttord Bea saree 1260 1280 

i S11 Ga Ne Wee ccs as 345 348 ». Fi & Guar, 
Gantt Vinenill & Co. 3 eae 341 346 Gilbert Elliott & Co., N. ¥........ 197 199 
J. K. Rice, Jr., & a. v......... 342 346 a: oe & Sons, N.Y... 2.000. 197 200 
‘odd Re, Be Weve. ccscnces 344 348 ire 

oe Gude, Winmill & Co., N. Y......-. 135 144 
J. K. Rice, Jr., & Co., N. ¥....... 27 30 Gilbert Elliott & Co., N. Y........ 138 =143 
Gilbert Elliott & Co., w¥ Ee 27 ~=—s-:330 U. S. Merchants and Shippers 

Importers & cine Gilbert Elliott & Co., N. Y........ 245 8255 
Curtis & Sanger, N. V..._........ 65 70 Victory Insurance - ; 

Independence Fire Ins. Sec. Co. McCown & Co., Phila. and N. Y... “ 23 
McCown & Co., Phila. and N.Y... 35 40 Westchester Fire 3 

Insurance Co. of North America Custis & Sanger, No Ys... 25.000 45 47 
Gilbert Elliott & Co., N. V........ 54.—s«56 Gilbert Elliott & Co.,N. Y........ 45. 46 
McCown & Co., Phila. and N. Y... 544% 554 Gude, Winmill & Co., N. Y........ 45 46 V4. 
Todd & Leonard, N. Y............ 54 56 Todd & Leonard, N. Y............ 45 46 

Insurance Securities Co., Inc. ——————————— 

Gilet’ Eiliott & Co, NY... 18 20 Opportunities in Special Lines 

Manufacturers Cas. 
lacGenn & Co., Phila. and N. Y... 25 28 (Concluded from page 3) 

Mersiend Comnelis . i 96 so-called Windstorm belts, such as Ohio, where 

Metropolitan Casualty Co. three million dollars in Windstorm premiums 
Curtis & Sanger, NOY - ceinwisies on nie 86 = 90 were written, or Illinois, which produced five 

Mil Mechanics Ni 
iweukee ang 30 35 million dollars. 

Todd & Leonard, N.V. ......... 33-35 _ I do not know how many agents I have met 
Jos. Walker & Sons, N. Y.......-. 3235 in New England who have never heard of the 
ee be ET re 730 750 Blanket Mortgage Windstorm cover, which in- 
Jos. Walker & Sons, N. V......... 735 750 sures banks, loaning companies and mortgage 

National Surety ~ a. wa corporations. It is sold at one-half of the 

New es oe tn ‘ie dwelling rate or 4c. rate and the assured only 
Gilbert Elhott & Co., N. Y........ 33 38 has to know how this cover has been sold in 

New York Casualty New England when really pushed, and I have 

5 : : } ; 

ng og ee eee = s in mind one bank which pays an annual 

tude, Winmill & Co., N. Y........ 222 230 premium of $2,400 for such a policy. 








INSURANCE STOCKS 





Analysis 
With 
Comparative Earnings 
1925—1924—1923 


Furnished on Request 


TODD & LEONARD 


Members New York Stock Exchange 


25 Broad St. Telephone 
New York Whitehall 4160 














National Surety Company 


New York 
Capital $10,000,000 Surplus $6,219,239 
Total Premiums since organization $146,802,029 
Losses Paid 50,944,873 
Dividends Paid 11,680,000 


Controls through stock ownership The New York Indemnity Company. 
The real value of the com- 
pany, which is substantially in excess of book value, does not appear in the 


This investment is carried at its book value. 


surplus item of the Surety Company. 


Operating results for past two years 


1924 1925 
$414,214 Underwriting profit $616,948 
1,046,887 Appreciation in value of Securities 274,434 

136,679 Profit in sale of securities 259,092 
1,428,705 Investment income 1,528,352 

900,000 Dividends paid or declared *1,100,000 


*Includes $2 extra dividend payable March 1, 1926, to Stock of record February 15. 


In view of the steady growth and profitable operation of the Com- 
pany, we believe the shares offer an atcractive investment for an Accumu- 


ating Trust with a very satisfactory income. 
Price at the Market to Yield about 5.25% 


CGURTIS & SANGER 


Members New York and Boston Stock Exchange 
49 Wall Street 


NEW YORK BOSTON 


33 Congress Street 
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How the Etna Helps Its Agents 


Sell Accident and Health Insurance 
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URING JUNE, 4tna-izers everywhere are concentrating 
their efforts on the sale of *‘Income Protection.’’ /Etna 
advertising will play a considerable part in the month’s activities. 


A full page in the Saturday Evening 
Post has already introduced the subject 
to millions of readers. This is being fol- 
lowed by a letter campaign, the names 
of prospects furnished by the agents, 
but all mailing details shouldered by 


the company. A great variety of Ac- 
cident and Health folders, newspaper 
advertisements, blotters, movie slides 
and other advertising material com- 
bine to awaken the public to the need 
of this protection. 


It Certainly Pays to be an FETNA-IZER! 


AETNA LIFE INSURANCE COMPANY 
affiliated with 


‘ETNA CASUALTY and SURETY CO. 


AUTOMOBILE INSURANCE CO., of Hartford, Connecticut 


STANDARD FIRE INSURANCE CoO. 
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INDUSTRIAL INSURANCE 
SECTION 


HELPFUL HINTS FOR 
SUPERINTENDENTS 
...AND AGENTS... 
RECENT EVENTS 
INA BUSY FIELD 















































The Prospect’s Progress 


As I walked through the wilderness of this 
world, I lighted on a certain place where was 
a den and I laid me in that place and slept; 
and as I slept I dreamed a dream. I dreamed, 
and behold, I saw a man with great burden 
upon his back who toiled and sweated day after 
day yet he could not lay down his burden. As 
he toiled he wept and trembled; and not being 
able longer to contain, he broke out with a 
lamentable cry saying, “What shall I do?” 

In this plight, therefore, he went home and 
refrained himself as long as he could that his 
wife and children should not perceive his dis- 
tress: but he could not be silent long because 
that his trouble increased. Wherefore at length 
he broke his mind to his wife and children, 
and thus he began to talk to them. 

“Oh, my dear wife,” said he, “and you the 
children of my bowels, I your dear friend am 
in myself undone by reason of a burden that 
lieth hard upon me; moreover I am for cer- 
tain informed that we shall be overthrown 
both myself with thee, my wife, and you my 
sweet babes shall miserably come to ruin ¢x- 
cept (the which yet I see not) some way of 
escape can be found whereby we may be deliv- 
ered.” At this his relations were sore amazed, 
not for that they believed that what he had 
said to them was true, but because they thought 
that some frenzy distemper had got into his 
head; therefore, it drawing towards night, 
they, hoping that sleep might settle his brains, 
with all haste they got him to bed. But the 
night was as troublesome to him as the day; 
wherefore instead of sleeping he spent it in 
sighs and tears. 

So when the morning was come, they would 
know how he did, he told them, worse and 
worse; he also set to talking to them again, 
but they began to be hardened. They also 
thought to drive away his distemper by harsh 
and surly carriages to him. His neighbors and 





By Hersert P. BIcKLEy 
(With Apologies to John Bunyan) 





“The Prospects Progress” will be pre- 
sented in the Industrial Insurance Sec- 
tion of THe SPECTATOR i five parts, of 
which this is the first. The story pre- 
sents the advantages of life insurance in 
a new and interesting form which should 
be of especial value to industrial insur- 
ance agents——EpitTor’s Norte. 











friends sometimes would deride sometimes tney 
would chide and sometimes they would quite 
neglect him. Wherefore he began to retire 
himself and also to condole his own misery. He 
would also walk solitary in the fields and thus 
for some days he spent his time. 

Now I saw upon a time when he was walk- 
ing in the fields greatly distressed in his mind, 
he burst out as he had done before, crying 
“What shall I do?” 
this way and that way as if he would run, yet 
stood still because, as I perceived, he could not 
tell which way to go. I looked then and saw 
a man named Agent coming to him who asked, 
“Wherefore dost thou cry?” 

He answered, “Sir, I have learned that I 
shall be overthrown and that both myself and 
my family shall miserably come to ruin.” 

Then said Agent, “If this be thy condition, 
why standeth thou still?” 

“Because I know not whither 


I saw also that he looked 


He answered, 
to go.” 

Then said Agent again, pointing with his 
finger over a very wide field, “Do you see 
vonder wicket gate?” The said “no.” 
Then said Agent again, “Do you see yonder 
light?” He said, “I think I do.” 
Then said Agent, “Keep that light in your eye 
and go up directly thereto, so shall thou see 
the wicket gate at which, when thou knockest, 


man 


shining 


27 


it shall be told thee what thou shalt do.” 

So I saw in my dream that the man began 
to run. Now he had not run far from his own 
door but his wife and children perceiving it 
began to cry after him to return, but the man 
put his fingers in his ears and ran on. So he 
looked not behind him but fled towards the mid- 
dle of the plain. 

The neighbors also came out to see him run 
and as he ran some mocked, others threatened, 
and some cried after him to return, and among 
those that did so there were two that were re- 
solved to fetch him back by force. The name 
of the one was Unnecessary Luxuries and the 
name of the other Extravagance. Now they 
were resolved to pursue him which they did, 
and in a little time they overtook him. 

Then said the man, “Neighbors, wherefore 
are ye come?” They said, “To persuade you to 
go back with us.” But he said “That can by 
no means be. My ways are not your ways, and 
your ways are no longer my ways, be satisfied 
then to content yourselves with what ye have 
already gained from me and let me continue 
my journey in peace.” 

“What,” said Extravagance, “would you run 
off and leave all your friends behind, also your 
wife and babes?” But the man answered “My 
friends whom I esteem are not like to desert 
me because I will have nought to do with either 
of thee; and my wife and babes will, I firmly 
believe, soon come to my way of thinking, and 
in good time have just cause to be grateful to 
me for repelling you both. I grant that you 
are now both extremely popular in the city of 
Ruin where I was born and where I have spent 
my life, but I am going to leave you and my 
city for ever. 

Unnecessary Luxuries: 
things you seek? 
them.” 

Then said Prospect, for that was his name, 


“What are the 
You leave us all to find 














































“I seek an inheritance incorruptible, inviolable 

and that fadeth not away, laid up safe to be 

bestowed at the time appointed on them for 
whom it is intended.” 

“Tush,” said Unnecessary Luxuries, “will you 
come back with us or no?” 

“No, not I,” said the other, “because I have 
laid my hand to the plough.” Whereupon Pros- 
pect, mending his pace proceeded at a brisk walk 
and eventually reached his destination. 

Now Prospect having come to the wicket 
gate was surprised to meet his friend Agent 
standing waiting for him and the following con- 
versation ensued: 

Agent.—‘I have been watching your progress 
across the field, good Prospect, and rejoiced 
greatly at the manner in which you rebuffed 
those evil fellows. What said they to mee!” 

Prospect.—“They plied me with questions 
about where I was going and laughed me to 
scorn when I did tell them that I was on my 
wav to the land of Clear Conscience. 

They told me I was being wrongly persuaded. 
But when I enquired of them where they should 
advise me to go, for remain in Ruin I could 
not, they said that there was a much shorter 
and easier way than that which I proposed to 
follow.” 

Agent.—“And what was this other short and 
easy way? Did they tell you the name of the 
road ?” 

Prospect.—“Of a surety they did. The name 
of the short road is called Speculating. I had 
heard of it before and have known a many who 
ventured that way and miserably perished. It 
was only when they advised me to take that 
road that I became convinced in my own mind 
that their designs upon me were evil, so I bid 
them go about their business.” 

Agent.—“You did well, good Prospect, and 
you should now without further delay prepare 
to enter this gate, for only inside the gate will 
you be able to shake off vour burden.” 

Prospect.—‘“‘Now, Agent, you 
aroused my interest to such a pitch that I would 
know more and I pray you to enter fully into 
the details of this plan of ridding me of my 
burden of worry and anxiety.” 

Agent.—“Gladly will I do so and if in dis- 
course I should say ought which you do not un- 
derstand or of which you would like further in- 
formation I desire that you ask me questions 
as I proceed.” 

Prospect.—“A fair speech and a fair bargain. 
I agree with all my heart.” 

Agent.—“To begin with your burden, which 
is, as you say, made up of worry and anxiety 
about the future happiness of your good wife 
and your children, is far too heavy and much 
too painful for you to bear, for it not only 
bears you down mentally but actually affects 
your physical well being. As a man’s heart is 
so is he. Your heart being heavy you suffer 
in consequence. 

“Now in our wanderings through this world 
we must all carry a burden. Nobody lives with- 
out a burden of some kind strapped to his back, 
but the thing to do is to lighten and so arrange 
vour burden that it will not tax your strength 


good have 
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to carry it, and that is what it has been given 
me to show you how to do.” 

Prospect.—“Your arguments are sound, good 
Agent, and your reasoning most lucid, pray 
haste to tell me how the lightening of my bur- 
den may be accomplished.” 

Agent.—“That I will and in good time; first, 
I would have you answer me a few questions: 

“T shall propound all my questions first and 
then vou will answer them afterwards. 

(1) “Are you rich in the things of this 
world? 

(2) “What fraction of your yearly earnings 
could you lay aside to purchase this ease and 
comfort which you so much desire? 

(3) “Have you any income outside that which 
you earn each day by your labors? 

(4) “Are you sound in health?” 

Prospect—(1) “In answer first 
question, I might be considered by many, well 
to do. I am a merchant and sell garments, 
making a good profit thereby, but I know not 
how long I am like to live, and if I die my 
profits cease and what would then become of 
my dear wife and our sweet babes? 

(2) “The second question is difficult to an- 
swer yet, if driven to it, I have no doubt I 
could, if I set aside one-tenth of my yearly 
gains, manage to live without any great change 
in my mode of living. 

(3) “I have a small income from two sources, 
to-wit: A share in a certain vessel which 
sails between our country and the far corners 
of the earth, and a few hundred a year which 
my wife’s father bequeathed to her on his death- 
bed. But these sources do not vield enough to 
keep my household for a week. We are then, 
to all intents, entirely dependent upon my ef- 
forts for our daily bread. 

(4) “As far as I know I am sound in health. 
I have not been visited by a physician this many 
a year.” 

Agent.—“I think all will be well, but, be- 
fore you can pass the wicket gate it will be 
required of thee to answer certain other ques- 
tions, the answers to which shall be recorded 
on this parchment which I hold in my hand.” 

And I saw in my, dream that the two of 
them did enter the lodge hard by and sit down. 
Agent asked many questions and told Prospect 
many things, and when they arose Agent told 
him that his name was now changed to Ap- 
plicant. It was further revealed to me as I 
slept, that Applicant was greatly pleased in 
his mind and he came out from the lodge and 
directed his steps homewards. 

He entered his house and found his wife sit- 
ting bemoaning the thing he had proposed to 
do. She, catching sight of him, did rate him 
soundly and call him all manner of rude names, 
but he seized her tenderly, and patting her hand 
kissed her on the brow. As he had not done 
this for many a day, and as she really, in her 
heart, loved her husband dearly, she was pleased 
with his caresses, and her anger, giving way 
first to tears and then smiles, they embraced 
lovingly and sitting down side by side he pro- 
ceeded to unfold the wonderful tale which had 
been told him by his friend Agent and the 
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things that had befallen him; also, he told her 

of his new name. 

“My darling wife” said Applicant (for so we 
must now call him), “it has been made known 
to me that in order to ease the crushing burden 
of the load which bears me down, breaks my 
heart and therey impedes my progress, by crush- 
ing the joy out of my life, it is necessary to 
change my name to Policyholder, for only then 
will the burden fall from me. Before I can 
do this however, it is absolutely necessary to 
take on, for a short space, the name of ‘Appli- 
cant,’ the which I have done this very day and 
already I feel a lightening of the load. 

“When my name is ‘Policyholder’ my heart 
will be made light and I will be possessed of 
joy and gladness and we will sing together, 

“Now my dear wife, I am setting aside one- 
tenth of my yearly profits for this purpose, but, 
as T- have broken definitely with Unnecessary 
Luxuries and Extravagance, I will be easily 
able to afford this expense, although, as my 
friend Agent says, it is not really expense at 
all, because we get back all we pay out. It is 
only a protection fund for us all, and the way 
of it is as follows: 

“The great power which guards the destinies 
of all Policyholders is one Life Tnsurance, and 
Agent is one of his servants who go out into 
the highways and byways of this world seeking 
those who need the succor which he has to 
offer. 

“Well, Agent tells me that, by putting one- 
tenth of my income into the hands of his master 
each year, he will undertake to guard you and 
our babes from hunger and cold and keep you 
in the comfort you are accustomed to even if 
I am not here to do this myself. If I should 
die before I have been able to amass a suff- 
cient fortune to make us all independent, Life 
Insurance will come along and provide for all 
your wants and also those of the children. He 
will wipe out the mortgage on our home ani 
hesides all that, when old age comes creeping 
on me, and I have not even then become rich, 
he will give me back all the money I have left 
in his hands with a handsome profit thereon. 

“Tell me, sweet wife, do you look favorably 
upon the scheme?” 

“My dear loving husband,” she replied, “speak 
not of death, you set me all of a tremble, and 
I shudder to think of what life would be to 
me without thy loving care and thoughtful kind- 
nesses.” 

“Nay my pet, tremble not nor fear, I hope 
to live long in this life, but we know not when 
we may be called, and I could not rest whilst 
you and our children were in danger. Then 
again, the serious thinking I have been doing 
since I first talked with Agent has shown me 
the folly of our ways of late, and he has also 
showed me clearly that the only way to pro- 
tect vou all and myself in my own old age 
was to change my name to Policyholder.” 

The children coming in at this time from 
play, the matter was explained to them in simple 
language so that they could all understand, 
even down to the youngest. The little girls 
cried, and the boys said they were going to 
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help their parents by saving their pennies in- 
stead of spending them all on sweets and 
trifles. When the little girls stopped crying 
from their fright they assured their mother 
that they would do all that they could to help 
her with her housework. So they set to and 
helped one another, and they sang at their work 
because their father smiled and their mother 
was happy, albeit an occasional tear sparkled 
in her bright eyes. 

A few days later, as the evening shadows 
began to fall, wrapping the countryside in a 
fairy mist, Mr. Agent appeared at the door and 
was welcomed into the domestic circle. 

They sat him down and placed biscuits, fresh 
fruit and wine before him and when he had 
refreshed himself he spake to Applicant as fol- 
lows: 

“I have come this evening to make known 
to you that your name is now changed to Pol- 
icyholder. It has pleased my master, Life In- 
surance, to take you, and these dear ones gath- 
ered around, under his protection, and I have 
brought with me this scroll which is called 
Policy, by which means it shall be made known 
to all whom it may concern, that your name 
has been changed. Also this scroll is your 
passport to enter through the wicket gate.” 
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PRUDENTIAL NOTE 


Many Good Records Being Made by 
Agents 








ADDITIONS TO OLD GUARD RANKS 





Promotions and Changes in Field Staff of 
Big Newark Company 


The achievement of Peter Larkin, superin- 
tendent of the Maspeth, L. I., district, who for 
the first five months of the year of 1926 has 
had sufficient revivals to overcome his ordinary 
cancellations, resulting in there being no net 
lapse charged against the district, is note- 
worthy. 

Agent L. G. Terwilliger of Schenectady has 
demonstrated the old saying that a good start 
is half the finish, by the fact that he took the 
leadership of the industrial agents during the 
second week in January of this year, in Divi- 
sion A, and has been holding it ever since. He 
will, however, have to look to his laurels, for 








They were all greatly pleased and set off 
that very night for the wicket gate, the en- 
trance to the land of Contentment. 








A young man who was spending 


New Series 


13. THE INEXPERIENCED 


FISHERMAN 


By WILLIAM ALEXANDER 


his vacation at the seaside observed 


that every afternoon a number of boats came in loaded with fish. So 


he determined to try his luck and hired a boat. 


But he was a greenhorn, 


so he asked an old boatman to tell him how to proceed. And this is what 


the boatman told him: 


“You must first buy a basket of Menhaden for bait, and when you have 


reached the fishing banks and have 
up this bait and throw it overboard 
‘chumming,’ and the bait you throw 
that you must”— 


anchored your boat, you must chop 
to attract the fish. That is called 
over is called ‘ground bait.” After 


“Thanks,” said the young man, who was in such a hurry to work that he 
interrupted his teacher, jumped into the boat, and rowed away. 
That afternoon he came home empty handed. He had thrown out 


his ground bait, which was greedily 


eaten by the fish that gathered, but 


he had no means of catching them, and when they had eaten the bait they 
swam away. The next time the young man met the old boatman he over- 


“Tf 


whelmed him with reproaches. 


you had waited,” said the old man, 


“and had heard me out, you would have learned that ground bait attracts 
fish but does not catch them. The fish must be caught with the bait on 


your hook.” 


APPLICATION 
Letters, leaflets and advertisements arrest attention and awaken in- 


terest, but they do not sell life insurance. 


bait” which he throws out to attract 
until he meets them face to face and 
get their names on the dotted line, a 


They are the agent’s “ground 
the people he wishes to insure. But 
makes his appeal, he cannot hope to 
nd the check for their premiums. 
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Agent H. Lukowsk, of New York Number 2, 
and Agent L. Berger, of New York Number 
10, are close on his heels. 

Agents F. J. Farrell and E. H. Lorio, of 
the Philadelphia Number 4 district, are evi- 
dently determined to far surpass their previ- 
ous records in industrial net increase. At the 
present writing they have a fine record in this 
feature for 1926, and also are making a credit- 
able showing in ordinary net issue. 

Division H men who have earned promotion 
are James M. Sharpe, agent in the Auburn, N. 
Y.. district, who has been advanced to the 
position of assistant superintendent in the same 
district, and Edward T. Domser, of Niagara 
Falls, who was promoted to an assistant super- 
intendencv at Lockport, a detached point of 
that district. 

The following representatives of Division 
H have recently been admitted to mempership 
in the Prudential Old Guard or have advanced 
further in this association of veterans: J. D. 
McPherson, agent, Rochester 1; F. D. Runyan, 
assistant superintendent, Niagara Falls: Sam- 
uel Taub, agent, Buffalo 3; V. C. Stearns, 
agent, Syracuse 2; Benjamin Porent, assistant 
superintendent, Buffalo 2; Harry Griffith, 
agent, Rochester 3; W. A. Mattocks, agent, 
Ithaca: J. G. Warren, assistant superintendent, 
Middletown: J. J. Regan, assistant superintend- 
ent. Rochester 2; Joseph Nawrocki, agent, 
Buffalo 4: F. J. O’Shaughnessy, agent, Ithaca, 
and Assistant Superintendents FE. D. Regan and 
F. J. Haitz, of Rochester 2 and 3, respectively. 

Agent J. Christophnicz, of Mahanoy City, 
is one of the most enthusiastic devotees to good 
account conditions that Division “K” has on 
its roster. His arrears are only a little more 
than 2 per cent and the advance payments are 
over three times the size of his debit. 

Division “K” has five assistant superintend- 
ents who rank number 1-2-3-5 and 6 in ordi- 
nary net new business in the entire field for the 
year. They are: M. F. Hoban, of Scranton 
Number 2: T. F. Griffiths, of Wilkes-Barre 
Number. 1: M. F. Kelleher, of Scranton Num- 
ber 1: W. G. Devers, of Scranton Number 1, 

and F. L. Ihrie, of Bethlehem. 

Agent Ralph E. MacMichael, now in the 
New Washington, D. C., Number 2 district, 
leads Division N in industrial and ranks num- 
ber 36 in the company. This agent before 
many months will be crowding the leaders 
of the entire field. 

That account condition and excellence in pro- 
duction go hand in hand is attested by Agent 
Arthur G. Carothers, of the Huntingdon, Pa., 
assistancy, Altoona Number 1 district. The 
arrears percentage is only 7, while the advance 
payments run to more than 400 per cent. 
Furthermore it is not unusual for Agent Car- 
others to submit figures that better these per- 


centages. Since signing an agency application 


in 1924 he has been prominent in both indus- 
trial and ordinary and is doing his utmost to 
conserve the business. 

Twenty-five years a Prudential representa- 
tive, and classed as one of the most productive 
agents in the district—such is Agent Augus- 
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tine W. Airhart, Duquesne assistant, Braddock 
district. He was welcomed to Class E of 
the Prudential Old Guard on May 18. His 
unit is larger than the average but so well has 
Mr. Airhart educated his policyowners that the 
arrears rarely exceed 20 per cent, and the ad- 
yatice payments are usually around the 500 per 
cent mark. Qualifying for merit buttons for 
ordinary production is an old story with him, 
and his industrial increases are so abundant 
that he is third in the district at present. At 
the end of. last year he finished among the first 
four industrial leaders. Mr. Airhart is one 
of those men who pioneered faithfully and is 
now reaping the rewards of his industry and 
loyalty. 

Agent Maurice Goldstein, of Worchester, 
Mass., who began service on July 9, 1923, has 
just been promoted to be assistant superintend- 
ent in the same district. 

William B. Ellis, agent, of Malden, Mass., 
is the leading agent in Division “C”, in indus- 
trial, having a yearly industrial net increase of 
about $75. He is also a strong producer of 
ordinary. 


Instalment Plan Buying 

Not many years ago the public frowned upon 
buying on the “instalment plan.” During the 
last few years, however, retail buying on the 
instalment plan has gained a more legitimate 
place in our way of trade and living. Some- 
body has truly said that life insurance is the 
only thing a man can buy on the instalment 
plan that his wife won’t have to pay for after 
his death. Insurance is income, fortune, bought 
on the instalment plan. It both conserves and 
creates, and it is one of the most powerful 
forces in maintaining the high plane of living 
gained by instalment buying for day-by-day 
necessities and for luxuries. It is, indeed, the 
only instalment plan under which a full title is 
given with first payment—the only thing that 
surely increases in value the longer it is owned. 
It appreciates—it has no depreciation. It is, in 
fact, the ideal instalment buying—the purchas- 
ing of protection for other buying for the in- 
sured and for dependents. It is the only in- 
stalment plan that with certainty works but 
one way—upward toward financial indepen- 
dence—the only plan that with certainty but- 
tresses American trade and the American home. 

This kind of instalment buying you can rec- 
ommend with a clear conscience. It should— 
and will—appeal strongly to this present gen- 
eration which has grown up with the new way 
of general buying in America—George K. 
Sargent, Second Vice-President, Mutual Life 
Insurance Company of New York, in “Points.” 


Mutual Trust Life Meeting 

The Mutual Trust Life Insurance Company, 
Chicago, has already formulated plans for an 
agency convention to be held at Yellowstone 
National Park in the summer of 1927. A new 
Production club has been organized, member- 
ship being restricted to agents paying for more 
than $3500 in premiums during the calendar 


year, 
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The Key Note of an Agent’s Progress 


By Wrttram C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


There are only two kinds of progress—for- 
ward and backward. Every agent who reads 
these lines is either progressing one way or 
the other. It is perhaps needless to say that 
any progress that does not carry us forward 
is not worthwhile. The man who is progress- 
ing the wrong way had better “find” himself 
and see just what is the matter with him. In 
other words, he had better find out what the 
real key note of forward progress is and then 
strive forward instead of backward. And here 
is that “secret,” if such it can be called: strug- 
ele is the secret of all progress. The life that 
has no struggle knows nothing about the things 
that really count. If you are seeking the real 
happy man, look up the one who has tempta- 
tions, struggles and adversities to meet. Strug- 
gles, in themselves, should cause no serious con- 
cern to the really enterprising agent. As a 
matter of fact, he should welcome a part of 
them. Struggles will help the agent who is 
made of the right sort of “stuff.” We can 
only grow in proportion to our struggles. This 
is true because to try is to grow. No man 
ever has or ever will become great without 
struggle. It is only by rising above and over 
our obstacles that we can be able to distinguish 
“the survival of the fittest.” 

Here is a consoling thought that I would like 
to pass on to all agents who are struggling with 
lapses, arrears, small increase, lack of self- 
confidence, inability or whatever form of strug- 
gle you may have: Each attempt adds to 
strength. Just write that down somewhere 
in your rate book or in some of your papers 
and when you get out on the debit and begin 
to run up against what you regard as some of 
the perplexities of life, bring that thought into 
play. There is nothing in all the world that 
produces really worthwhile, strong men like 
struggles. The real key note, however, con- 
sists in conquering them. Unless this is done, 
sucess will never be attained. 

Another fact worth knowing is this: No- 
body ever achieved any thing extraordinary ex- 
cept through unswerving tenacity. The bull 
dog and the goat furnish two good lessons 
for the debit man. The bull dog holds on un- 
til it “thunders.” It gets a “death grip” and 
sticks. As a result every bull dog is a living 
example of the power to “hold on” until success 
is attained. Debit men must not become dis- 
couraged about anything. Hold on with the 
same death grapple that the bull dog does, and 
success will crown your efforts. The agent of 
spunk and grit and determination will never be 
guilty of letting any debit “get his goat.” 

The agent who wishes to accomplish some- 
thing will translate his desires into action. If 
Westingohuse had merely desired the air brake 
instead of inventing one, we would still be rid- 
ing on trains limited in speed instead of limited 
trains. If Edison had merely desired the in- 
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candescent lamp without inventing it, we would 
still be in the dark. If the Wright Brothers 
had merely desired to fly without giving us 
the airplane, many of us would still be con- 
fined to the surface of the earth and the water. 
If Watts had merely considered the steam 
engine without making it a reality, we would 
still hew and and draw with horse and man 
power. If Bell had relied upon Providence to 
change his vision of the telephone into a speak- 
ing reality, we would still walk across town to 
ask a question. These things will teach the 
thoughtful agent that work is essential to suc- 
cess. It is just as easy to think of doing any- 
thing without work as it is to think we could 
fly without the airplane. No agent can make 
much of a success who does not know the mean- 
ing of work. 

The very fact that each effort makes us 
stronger also implies that our strong points 
need strengthening as well as our weak ones. 
We are all inclined to think that we need to 
only strengthen our weaknesses when, as a 
matter of fact, we should do everything possible 
to strengthen our good qualities. Because we 
are good at collections is no reason we should 
“let up.” It is all the more reason why we 
should continue our collection “instinct” in 
order that we may be better collectors, because 
it requires a good collector to maintain a good 
debit. The man who can not collect had as 
well not write the business to begin with. It 
will do no good to get increase unless we know 
how to collect it. However, an agent should 
be more than a good collector. He must be 
an all-around business man. The real debit 
man will be a good business man and will be 
able to talk ordinary to business men. And his 
bearings with the industrial class should be 
such as to impress them with his business quali- 
ties. People like to deal- with buiness men, I 
mean real business men who show they really 
understand their business. To make a success 
of the debit, the agent must, therefore, learn 
to strengthen his strong points as well as his 
weak ones. 

Here is another good thought as I see it: It 
has been said that few men know their real 
weaknesses, and it can be just as truthfully 
said that few men know their real strength. 
Humanity is prone to underestimate and un- 
dervalue their real power. Proof: No man 
ever does as much as he should or could. If 
all insurance men did all they really could, the 
amount of “paid for” to “non-taken” business 
would be proportionately greater. When men 
learn their real strength, all previous records 
of every kind will immediately be broken. It 
is in men just like it is in souls; there are 
many gold mines that have never been discov- 
ered. The same is true with debit men. Most 
debit men contain dynamos of action that have 
never been tapped. They have within them- 
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selves the thing that it takes to make a real 
man if they would only discover their latent 
or rather potential possibilities. When the debit 
begins to get on the drag, the agent needs to 
take the so-called magnetic needle of work and 
discover the thing within himself that will help 
him to overcome all obstacles and struggles that 
seem to bother him. And there is but one time 
to do that and that is now. 

There is a “secret” about strength, also, that 
should be known by every debit man who 
wishes to grow into a really great and strong 
insurance man and that is this: Strength must 
be ruled or controlled. Unless it is, it will 
overturn itself. 

The agent who has to struggle for his exist- 
ence should by all means congratulate himself. 
He is entitled to congratulations because all 
worthwhile strength is born in long suffering 
hearts and never amidst joy. However, the 
agent who overcomes his struggles will then 
have time for joy. But the lesson that the 
debit man must bear in mind is that strength 
is conceived and born amidst the adversities of 
life. It is during the so-called “dark days” of 
life that character is being made. Not many 
worthwhile characters are created and made on 
a bed of roses. The leading business and pro- 
fessional men of this country owe their suc- 
cess to the plans and determinations made in 
the midst of struggle. And it is only when we 
are brought face to face with the grim realities 
of life that we are really and truly made to 
realize the value of constructive planning. It 
takes a struggle between life and death for most 
of us to come to our senses. We should, there- 
fore, for the moment, brush aside the dark 
clouds and behold the silver lining that always 
shines beneath every dark shadow. No man 
should “lose heart” because things seem to be 
temporarily going against him. It should make 
him more determined. It also should make him 
brush off the cobwebs from off his brain, 
buckle on the whole armor of a true debit man, 
grit his teeth, take a death grip on life and 
then go forward for a real touch-down in the 
game of life. Then success will be attained 
and many people will be made happy. Accom- 
plish what you have set out to accomplish if 
it takes vou a lifetime to do it. 


Heads Jefferson Standard’s Conservation 
Department 


GRrEENsporo, N. C., June 5.—The home office 
of the Jefferson Standard Life Insurance Com- 
pany of Greensboro, N. C., announces the ap- 
Pointment of Karl Ljung, Jr., as head of the 
conservation department, succeeding T. S. M. 
Bloodworth, who recently resigned to enter 
business in Florida. Mr. Ljung, who is only 
twenty-three years of age, was placed in this 
New position on March 15, 1926, just six years 
to the day after he entered the employment of 
the company as a file clerk. At the time of 
his promotion he was connected with the ac- 
counting department. 
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METROPOLITAN EVENTS 


Many Transfers Made During Month 
Past 








NEW DISTRICTS CREATED 
Pennsylvania Districts Leading the Coun- 
try in Industrial Increase—Other 
Matters of Interest 
During the last month the Metropolitan Life 
Insurance Company has created three new dis- 
tricts, one in the Metropolitan territory and 
two in the Great Western territory. The 
Hempstead, L. I., district had grown to such 
dimensions that it had to be divided and the 
district of Freeport was established under the 
charge of Robert W. Browning, formerly a 
supervisor of the New York State territory, 
and for a short time previous manager of the 
West end, New York city district. The 
vacancy in the latter district was filled by the 
transfer of John J. Goff from the Bayonne, 
N. J., district, leaving that district for the 

present without a manager. 

Two districts in the Great Western territory 
have also grown too large for one man to 
manage and have been divided. The North 
Shore district in the city of Chicago was divided 
and Ravenswood district created in charge of 
Manager Adolph C. Van. Cura, transferred 
from Union Park, Chicago. 
motion possible and James Caruso, assistant 
manager in the Groveland, Chicago district, 
became manager of the Union Park district. 
The district of Oshkosh, Wis., was also divided 
and the new district of Sheboygan was estab- 
lished under Manager Emil H. Becker. The 
district of Oshkosh is without a manager for 
the present as Charles C. McCumber was trans- 
ferred to Racine, Wis. The manager for the 
Kenwood, Chicago, Tll., district is ill and his 
place has been filled by the transfer of Timothy 
J. Crowe from La Crosse, Wis., and_ this 
vacancy filled by the transfer of Knute R. 
Dahlgren from the Lake View, Chicago dis- 
trict, leaving that district without a manager. 
There had been a vacancy in the McKinley 
Park, Chicago district, and this has been filled 
by the transfer of Peter Manes from the Joliet, 
Ill., district, this again filled by the promotion 
of Alfred G. Taylor, assistant manager in the 
Cicero, Ill., district, to be manager. 

Throughout the other territories a few 
changes have taken place, chiefly in the Middle 
West territory and Canada. In the former, 
Frederick F.. Tischbein, manager of Cuyahoga, 
resigned, and William S. Crowell, formerly 
employed in Ashtabula, Ohio, was appointed 
manager of Cuyahoga. In Walnut Hills, Cin- 
cinnati, Ohio, Manager Von Hazmburg re- 
signed and his place was filled by the transfer 
of A. J. McClintock from Newport, Ky., this 
vacancy being filled by Frank A. Trau, trans- 
ferred from Akron, Ohio, he being followed 
by Everitt T. Stump, transferred from Charles- 
ton, W. Va., and Samuel O. Feaster was trans- 
ferred from Fairmont, W. Va., to Charleston, 
and the final vacancy filled by the promotion of 
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Andrew J. Crunelle, assistant manager, Wheel- : 
ing, W. Va.,. to be manager of the Fairmont 
district. 

In the Canadian territory the vacancy in the 
Lake Shore, Toronto district, was filled by 
the transfer of T. W. Leighton from Calgary, 
Alberta, and the vacancy in the Niagara Falls 
district was filled by the appointment of C. D. 
Hall. 

One other promotion may be of interest, that 
of Louis A. Schurmann from assistant man- 
ager of the Easton, St. Louis, Mo., district, to 
manager of the Topeka, Kan., district. 

The ten leading districts in the country at 
large in average industrial increase per week, 
per agent, for the year to and including the 
week of May 31, were: Shenandoah, Penna., 
Joseph Wassel, manager; Scranton, Penna., 
Joseph Gross, manager; Pottsville, Penna., C. 
A. Wade, manager; Carbondale, Penna., W. J. 
Richards, manager; Wilkes-Barre, Penna., W. 
O. Washburn, manager; Forest City, Ohio, O. 
S. Boda, manager; Canarsie, N. Y., Joseph 
Fine, manager; Hazleton, Penna., M. J. Lyman, 
manager; Lackawanna, Penna, G. L. Katz, 
manager; Middletown, N. Y., R. P. Le Count, 
superintendent. 

In average net gain, ordinary business, in the 
country at large, including the Pacific Coast 
and Canada, per month, for the year to and in- 
cluding the week of May 17, the ten leading 
districts were: Knickerbocker, N. Y., Isidor 
Siegel, manager; Fulton, N. Y., John Bedrick, 
manager: Joliet, Ill., Peter Manes, manager ; 
Oak Park, Tll., Gabriel Dunkleman, manager} 
Ridgewood, N. Y., David Rudberg, manager ; 
Burnside, N. Y., Samuel Talisman, manager ; 
Jersey City, N. J., Jacob Miller, manager ; Bor- 
ough Park, N. Y., W. E. Norris, manager ; 
Logan, Pa., Joshua Abrams, manager; Bridge- 
port, Conn., C. H. Nutting, manager. 

The ten leading agents or agents unattached 
in the country at large in paid-for ordinary 
business, for the year to and including the 
week of May 17, were: C. A. Olson, agent, 
Green Bay, Wis.; Joseph Borman, agent, 
Knickerbocker, N. Y.: M. A. Giles, agent un- 
attached, Fort Wayne, Ind.; Max Grollner, 
agent unattached, Compton, Mo.; Erwin War- 
ren, agent unattached, Chicago North, II1.; 
Morris Passack, agent unattached, Lawrence- 
ville, Penna.: Martin Toder, agent, Kensington, 
Penna.: Harry Coville, agent, Rockaway, N. 
Y.: Henry Klein, agent, Knickerbocker, N. Y.; 
Michel Tnabulsi, agent, Fulton, N. Y. 

In amount of industrial gross increase for 
the year to and including the week of May 31, 
in the country at large, the ten leading agents 
or agents unattached were: Victor Mushabae, 
agent, Murray Hill, N. Y.; Henry Pollak, 
agent, Roseville, N. J.; N. A. DeTarr, agent 
unattached, Miami, Fla.;: B. D. Levenson, agent 
unattached, Newark, N. J.; William Ecker, 
agent, Newark, N. J.; F. J. Stashak, agent, 
Wilkes-Barre, Penna.; I. M. J. Hammon, 
agent, Shenandoah, Penna.; C. F. Griefen, 
agent, Wilkes-Barre, Penn.; M. A. Edwards, 
agent, Wilkes-Barre, Penna.; G. F. Smith, 
agent, Shenandoah, Penna. 
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LIFE INSURANCE EDUCATIONAL SECTION 


The Incontestable Clause 


By H. W. ButrroteH 


Actuary of the American Central Life of Indianapolis 


It has tong been my opinion that the life in- 
surance companies, in their general attitude 
toward the incontestable clause, have been 
encouraging a very grave danger and neglecting 
a very important defense against a certain 
class of unjust and fraudulent claims. The 
sole purpose of this paper is to emphasize, if 
possible, the danger referred to and to direct 
attention to an advantage to be gained from the 
incontestable clause, which has hitherto been 
apparently overlooked. 

While the incontestable clause had appeared 
in life insurance policies for many years be- 
fore 1907, yet it was in no sense standardized 
prior to that year, and, as might naturally be 
expected, court decisions with reference to it 
were often conflicting. 

For a number of years at least one promi- 
nent company had used a clause stating that the 
policy was incontestable from date. This the 
courts repeatedly held did not prevent a con- 
test on the ground of fraud in securing the pol- 
icy. At the same time, the courts in numerous 
instances upheld the validity of those clauses 
which prescribed a reasonable length of time 
within which any fraud practiced in securing 
the policy might be detected. The enactment of 
a law in New York providing for standard 
forms of policies, followed by standard pro- 
visions acts in other States, began the move- 
ment for the standardization of the incontest- 
able clause, resulting in the form now current. 

The New York form required this clause: 
“This policy shall be incontestable, except for 
non-payment of premiums (leave blank or in- 
sert ‘one year’ or ‘two years’) from its date. 
If the age of the insured has been understated, 
the amount payable hereunder shall be such as 
the premium paid would have purchased at the 
correct age.” While this would have been bet- 
ter had it contained the more modern provision 
that to make the policy incontestable the speci- 
fied period must end during the lifetime of 
the insured, yet, in my opinion, every other ad- 
dition that has been made to the clause is 
detrimental. But such additions were almost 
immediately made. Illinois, for example, at its 
next legislative session, added to the exception 
“and except for violations of the conditions of 
the policy relating to the naval or military ser- 
vice in time of war.” Since then, other addi- 
tions have been made, all of them of an illogical 
nature and increasing the dangers with which 
it menaces life insurance. 

Beginning thus with provisions crudely 
drawn, followed by the incontestable-from-date 
clause repeatedly held to be contrary to public 
policy if literally construed, and by compul- 
sory legislation of a questionable character, all 
with the silent acceptance if not active assist- 
ance of the insurance companies, the situation 
has become one in which it is small wonder if 
even the higher courts become confused and 


sometimes fail to agree, one with another, in 
the principles upon which their decisions are 
based. 

It appears that two misconceptions of the 
meaning and intent of the law almost imme- 
diately arose and have been permitted to con- 
tinue with little protest and even some encour- 
agement on the part of life insurance com- 
panies: 

First, that in making a policy incontestable, 
we in some way negative its plainly expressed 
provisions and in reality, to a certain extent, 
make claims incontestable; and 

Second, that the incontestable clause is bind- 
ing on the company but not on the insured. 

The first of these two errors originated early 
and has been supported by many court decisions, 
though most recently there have been encour- 
aging signs of a disposition on the part of 
a number of higher courts to give to the ex- 
pression “this policy shall be incontestable” 
its true meaning. 

Perhaps the early interpretation was encour- 
aged by the inclusion in the clause of entirely 
unnecessary exceptions. If a contract is incon- 


- testable, why should it be necessary to say 


“except for violation of its provisions regard- 
ing military or naval service’? If it cannot 
be contested, all of its provisions are, of course. 
to be enforced and a contest of a claim based 
upon the violation of the terms of the contraci 
is not a contest of the policy. 

In Arndt vs. Jefferson Standard Life Insur- 
ance Co. (97 S. E. Rep. 631), the Supreme 
Court of North Carolina said: 

“We are of the opinion that plaintiff was 
euilty of negligence in not reading his pol- 
icy. * * * There was no fraud, trick, or 
artifice, resorted to a the time the policv was 
delivered in order to prevent the plaintiff fram 
reading it, and he kept it for nine years with- 
out doing so.” 

With such decisions as these arrived at, an- 
parently without reference to the incontestable 
clause, is it not reasonable to suppose that that 
clause would be held to be binding upon insured 
as well as insurer? And yet, when the Kansas 
City Court of Appeals in the case of Johnson 
vs. American Central Life Insurance Company 
decided that the anniversary of a policy which 
had been in force for eight years should have 
been the date when the policy was actually 
handed to the insured rather than the date re- 
quested in the application, written in the policy, 
and observed by the policyholder for many 
years, record shows no attempt on the part of 
the company to establish the validity of the 
contract as written because of the incontestable 
clause. 

I believe that the true purpose of the clause 
is to discourage litigation based upon either an 
alleged fraud in securing the insurance on the 
one hand or misrepresentation of or injustice 
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in the terms of the policy on the other, when 
such litigation probably will not be instituted 
until long after the contract was executed and 
after the insured and perhaps the agent are 
dead. 

The case above referred to, in which the 
American Central was defendant, was held to be 
governed by the rule laid down in the case of 
Halsey vs. the same company. The incontegt- 
able clause could not have been invoked by the 
defense in the Halsey case, but, whether the 
reasoning there was right or wrong, the prys- 
ence in the Johnson contract of the incontest- 
able clause and the lapse of eight years should 
have furnished some grounds for differentiation 
between the two. 

The danger involved in this entire question 
seems to me to be serious, particularly in view 
of the recent development in the disability and 
double indemnity benefits. This danger was 
apparently recognized at the time of a recent 
amendment to the IIlinois law when, to the 
exceptions already in the clause covering the 
non-payment of premiums and violation of con- 
ditions relating to military or naval service in 
time of war; was added “and except as to pro- 
visions and conditions relating to benefits in 
the event of total and permanent disability and 
those granting additional insurance specifically 
against death by accidents”; but the wisdom 
of meeting it in this way may be questioned. If 
this last amendment was necessary, should there 
not be another reading “and except as to the 
provision requiring the furnishing of proofs of 
death” ? 

The continued amendment of the clause by 
the addition of exceptions is awkward and, in 
view of the oft-quoted legal maxim “E-xpressio 
uinus est exclusio alterius;’ dangerous. If 
possible, the courts must be made to realize 
that there is a vast difference between contest- 
ing a policy and contesting a claim, between a 
question of forfeiture and a question of covef- 
age, and also that the incontestable clause, is 
quite as binding upon the insured as it is upon 
the company. 


Western and Southern Life News Item 
A convention of field men of the Western” 
and Southern Life Insurance Company, Cite” 
cinnati, Ohio, opened in Cincinnati on June} 
President Williams delivered an address of 
welcome, and was followed on the program by 
Vice-President Clyde P. Johnson, Director 
Wm. H. Lueders, Director A. I. Vorys, and 
Cyrus Locker, Director of Commerce of Ohio. 
Dinner was served to the convention Thurs 
day evening at the Zoo Club House, where the 
opera and ice-skating show were also attended. 
On Friday morning divisional meetings were 
held at the hotels by the superintendents of 
agencies of the six divisions. After luncheom 
was served at the Gibson hotel, the 250 dele 
gates boarded a river steamer for a cruise 
dinner on the Ohio river. : 
Saturday morning furnished the  peppies 
meeting of the convention which closed 
a noon-day luncheon in the home office di 
room. 
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